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Payments 
: to Policyowners & 
Life Insurance Accident & Health Beneficiaries Since 
Year _in Force Premium Income Total Income Assets Policyowners Organization 


1909 § None $ 9,197.70 $ 9,211.05 $ 5,687.79 $ 2,479.29 § 722.46 


1919 None 1,213,336.39 1,234,325.45 654,673.66 340,686.71 © 2,302,315.23 
1929 87,041,307.00 4,024,980.49 6,408,320.24 6,564,460.63 1,181,848.61 20,559,573.10 
1939 121,240,431.00 1,976,250.96 6,512,010.38 19,839,703.62 1,808,946.92 45,187,833.42 
1950 471,443,758.00 12,453,427.71 28,896,495.53 69,700,150.13 7,051,030.10 112,060,696.00 
1951 541,097,995.00 13,292,107.07 31,475,638.44 99,277,129.52 8,083,411.58 125, 186,679.95 \ # 
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for. — EFFECTIVE GROUP SALES 
AND SERVICE 
IN 1952 


... AND IN THE YEARS TO COME... 


Home Life’s Group Department offers brokers, and 
field underwriters of non-group-writing companies: 


e complete up-to-date group coverages 
¢ prompt, good-will-building claim service 
e prompt preparation of proposals 


e individualized, careful attention to your 
case 


© flexibility to adjust to unusual situations 


© competitive costs 


HOME LIFE 


INSURANCE COMPANY 
New York > 


William J. Cameron 


President 
William P. Worthington 


Hugh C. Montgomery 
Executive Vice President 


Manager of Group Sales 
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Group Log-Jam 
Break Tempered 
by Pension Impasse 


Union Pressure Will 
Eventually Strain 
WSB Criteria Structure 


Now that the wage stabilization board 
has got its application forms out, the 
Jog-jam of new and extended employe 
welfare plans is ready to break but the 
jmpact promises to be much less re- 
sounding than was expected earlier. 

This is mainly due to the fact that 
many of the largest pending cases are 
linked up with pension plans. The em- 
ployers involved want to get approval 
for the entire set-up all at once rather 
than in two bites. So they are waiting 
until the pension regulations come out. 
That may be several weeks off. After 
that there will have to be application 
forms for pension plans. 

It was no easy or simple task to 
formulate the rules of the game for 
welfare plans. Neither was the drafting 
of the application form. But both opera- 
tions are said to involve vastly greater 
complexities where pensions are in- 
volved. Thus it may be a considerable 
time before all of the backlog of wel- 
fare and pension business is taken care 
of. 


Lull After Backlog 


Some group men feel there will be 
something of a lull after this backlog 
is processed. After the present accumu- 
lation is out of the way it will probably 
be necessary to wait for additional union 
pressure before any great amount of 
additional business can be _ expected, 
they say. 

Those familiar with union-negotiated 
plans predict that there are going to be 
some terrific and perhaps irresistible 
strains against the limitations of the 
WSB review criteria if the WSB starts 
disapproving plans that have been bar- 
gained for. Some features often written 
into collective bargaining plans are not 
permitted under the review criteria. For 
example, one phase of practically every 
plan negotiated in the last two years is 
dependents’ benefits paid for out of the 
employers contributions. Another is 
surgical benefits substantially in excess 
of the review criteria. 

An item in THe NationAL UNnpeEr- 
WRITER two weeks ago stated that the 
salary stabilization board had an- 
nounced that health and welfare plans 
for salaried employes may be put into 
effect without prior approval provided 
they are within the wage stabilization 
board’s criteria. However, this auto- 
matic salary board approval is not con- 
sidered as being given until and unless 
a plan gets the green light from the 
wage board. 

Also, plans providing substantially 
different benefits for employes subject 
to the salary board than for those under 
wage board jurisdiction or providing 
benefits solely for those subject to the 
salary board or where there are no 
workers Subject to the wage board 
would still have to have salary board 
approval, even though within the wage 
board’s criteria. The category of work- 
ers under the wage board’s jurisdiction 
‘Ss much smaller than that of salaried 
workers generally, most of whom are 


‘Subject to wage board jurisdiction. 





More Companies Find 1951 Department Still 
Substantial Selling Year 


BERKSHIRE LIFE 

Berkshire Life agents set a company 
record, selling $40,621,000 in the 100th 
anniversary year. Insurance in force 
was raised to about $400 million. In- 
come for 1951 was $17,014,000. Pay- 
ments to policyholders were $7 million. 
Assets rose to $132 million, an increase 
of $7,187,000 over 1950. There was 
$1,034,699 paid to policyholders in divi- 
dends, an increase over 1950 of $122,000. 
There was $551,000 added to surplus. 
The company had a $500,000 reserve for 
fluctuation of assets and an additional 
$116,875 security valuation reserve was 
established. A voluntary increase in 
reserves of $224,271 on life income con- 
tracts was set up as was a $100,000 re- 
serve for the employes’ contributory 
pension plan. 


CENTRAL LIFE OF IOWA 


Central Life of Iowa salesmen paid 
for $40,633,101 in life insurance during 
1951, an increase of 22% over 1950. 
This record volume raised the life insur- 
ance in force to $343,590,026, a gain of 
$100 million in force during the past 
five years. Assets increased by $5,332,- 
101 to a total of $115,844,150. Surplus 
was increased by $593,931 to $9,703,011 
The interest rate earned in 1951 was 
3.27% before federal income taxes, as 
compared with 3.19% in 1950. 


COLONIAL LIFE 


Colonial Life sales gained 15%, 
amounting to $39,545,514. A record in- 
crease in insurance in force of $23,862,- 
370 was recorded. Gains were registered 
in the number of policies placed, in the 
average size of policy and in group sales. 


DOMINION LIFE 

Dominion Life new business during 
1951 amounted to $64,537,593 as com- 
pared to $64,686,585 in 1950. Insurance in 
force stood at $476,797,665 as compared 
to $442,490,220 a year ago. New pre- 
miums received during 1951 amounted to 
$3,347,307 compared to $2,785,345 during 
1950. Total assets had risen in the year 
from $99,535,818 to $108,310,144. Mort- 
gage accounts increased by $5,240,652, 
bringing the total to $31,436,088, more 
than twice the amount of such loans out- 
standing four years ago. Mortality 
experience was the most favorable in 
history. The net rate of interest rose 
to 3.87% in comparison with 3.75% 
in 1950. 


GREAT SOUTHERN 


Great Southern agents wrote new life 
insurance amounting to $63,153,879 dur- 
ing 1951. Life insurance in force was 
$547,518,628. Assets increased $9,175,- 
955 and total assets were $124,310,465. 
Payments to living policyholders 
amounted to $2,585,890 and to benefi- 
ciaries $3,599,087. 


JOHN HANCOCK MUTUAL 


During 1951 the three sales depart- 
ments of John Hancock Mutual Life 
paid for more than $1,500,000,000, the 
largest amount in company history. The 
district agency department had its best 
year in combined sales of ordinary, 
industrial and group. The 1951 produc- 
tion of ordinary by the general agencies 
equaled the all-time record that was 
established in 1950. The company set 
a new record in group sales last year. 
New group life increased 21% over 
1950 and 15% over 1498. Group casu- 
alty almost equaled the 1950 record 
while group annuity premium income 
showed a substantial gain. New indi- 
vidual insurance and annuity policies 
issued under pension trusts and salary 


deduction plans accounted for annual 
premiums of about $5 million and a 
life volume of more than $35 million. 

Of the new investments of $528 mil- 
lion made during the year, 64% was 
placed in bonds, 5% in stocks, 30% 
in mortgage loans and %% in real es- 


tate. Assets increased 9.46% over. 1950 
to more than $3 billion. Obligations 
and contingency reserves stood at 


$3,007,401,419, and general surplus was 
$232,663,754. Payments to policyholders 
and beneficiaries averaged $787,000 every 
business day. 

Policy loans were down to 2.7% of 
total assets, a low point in the experi- 
ence of John Hancock. After allowance 
for investment expenses but before fed- 
eral income taxes, the average net rate 
of interest earned on total invested 
funds increased during the year from 
3% to 3.08%. The federal income tax 
was 80% higher. Dividend distribution 
established for 1952 was nearly $46 
million compared with $43 million for 
1951. Average yield on new investments 
made by John Hancock in 1951 was 
3.58% as against 3.37% in 1950. 


LUTHERAN MUTUAL, IOWA 

New business of Lutheran Mutual 
Life of Iowa amounted to $29,345,865. 
Insurance in force increased $22,862,456 
to $246,139,001. Assets increased $4,902,- 
402, to $48,303,311. Surplus grew to 
$2,929,989. Operating gains totaled $1,- 
346,616, of which $1,025,325 was appor- 
tioned for dividends to policyholders, 
leaving $321,292 to be added to surplus. 


NEW ENGLAND MUTUAL 

New England Mutual life insurance 
issued was $336 million, 11% more than 
the previous record year of 1947 and 
13% more than in 1950. Insurance in 
force increased 7% during the year to 
$3,134,000,000. Receipts from premiums 
were $116 million, up 6.4%. Investment 
earnings of $44 million were 12.3% 
higher, bringing the total income to 
$186 million, including $125 million left 
with the company. Life insurance and 
annuity reserves were increased by $68 
million. 

Total payments on policies, exclu- 
sive of dividends, were $66 million. 
There was set aside $17 million, an in- 
crease of $1 million, for dividends to 
policyholders in 1952. Total resources 
are now $1,254,000,000, up 7%. The sur- 
plus funds now amount to $87 million, 
including the voluntary investment fluc- 
tuation fund of $19 million. Rate of 
return after investment expenses was 
3.37% as compared to a low of 3.07% 
in 1947. 


NORTHWESTERN MUTUAL 


Northwestern Mutual investments 
produced a net return during 1951 of 
3.21% before federal income taxes com- 
pared with 3.12% for 1950. Applied to 
total assets of $2,747,904,824, this im- 
provement increases investment income 
by $2,430,000. The interest yield on new 
investments in 1951 was the highest that 
has been obtained in more than 10 years. 

New business totaled $423 million 
which is 7.1% below 1950. Insurance 
in force rose to $6,560,726,220, a net 
increase of 4.1%. Assets increased $154 
million during the year. 

Total state and federal taxes upon 
1951 operations amounted to $9,187,803. 
There was an 86% increase in federal 
income tax. The death rate was only 
slightly higher than the record of two 
vears ago and claims amounted to $65,- 
229.505. There was $41,500,000 set 
aside for dividends payable to policy- 
holders as commared to $39,400,000 in 

(CONTINUED ON PAGE 20) 


Differs With Industry 
af Sec. 213 Opener - 


Amendment Proposal 
Shelved, N.A.L.U. 
Will Compromise 


NEW YORK ~— Differences in view- 
point between the companies committee 
and the New York department. still 
stood in the way of full agreement on 
the proposed substitution of a new 
article for present section 213 of the 
New York insurance law as the Condon 
Committee opened its hearing here this 
week. 

One unresolved difference is on the 
department’s wishes respecting uniform 
accounting procedures. 

There are also some matters of detail 
as to the exact language in the pro- 
posed bill on which the department and 
the companies are not agreed. 

The Linton-McKinney proposal to 
amend section 213 instead of substitut- 
ing a new article has been shelved in 
the interest of getting legislation en- 
acted at this session. 

National Assn. of Life Underwriters 
will not be heard at this week’s hear- 
ing. It is understood that N.A.L.U. 
favors the companies’ proposal as an 
acceptable compromise even though it 
wouldn’t give the agents everything 
they sought in the bill that they spon- 
sored last year and urged in the hearing 
last Nov. 29-30. 


Silas Wyman First Witness 


First witness was Silas D. Wyman, 
Equitable Society, Boston, president of 
Equitable Agents Assn. and former Na- 
tional Assn. of Life Underwriters 
trustee. He charged that N.A.L.U. does 
not represent ordinary agents because 
of field management domination. He at- 
tacked figures presented to the com- 
mittee on agents’ earnings and said that 
actually 50% of ordinary agents get 
less than $1,750 a year from their com- 
panies and that another 25% get from 
$1,750, to $2,500. He assailed the idea 
of companies having a say in fixing 
agents’ compensation. He asked for 
rejection of the proposed law and en- 
actment of new legislation that would 
remove the ceiling on agents’ earnings, 
take the profit out of agent turnover 
and set up decent minimum income 
levels for agents. 


Va. Code Is Reported Out 


RICHMOND—The house committee 
on insurance and banking has approved 
an omnibus bill to recodify and revise 
Virginia’s insurance laws. Favorable ac- 
tion by the committee on the 186-page 
bill, plus two companion measures, fol- 
lowed a three-hour hearing attended by 
more than 50 insurance men. The three 
bills are the result of four years of 
work by a sub-committee of the Vir- 
ginia advisory legislative council. 


New England Mutual has elected 
Robert G. Stone as a trustee to fill the 
vacancy created by the retirement of 
Charles B. Barnes. Mr. Stone is a 
partner in the investment firm of Hay- 
a & Co. of Boston and New 

ork. 


Pacific Mutual Life has appointed 
Gardon Edwards group representative 
at Indianapolis. 
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ON LOOKING INTO “WHO WRITES WHAT?” 





Past Year Has Seen Continued 
Easing of Limit on Ages, Amounts 


By ROY ROSENQUIST 
The National Underwriter publica- 
tion entitled, “Who Writes What?,” 


although intended by the arrangement 
of its subject matter to show the insur- 
ance man what company writes a certain 
type of coverage or follows a certain 
practice, also gives an overall picture of 
what is happening in insurance today. 

The past year has been one of liberali- 
zations. Age limits for many plans and 
provisions, because of improved mortal- 
ity, have been lowered at the younger 
ages and increased at the older. A per- 
son aged 70 can now apply to 21 com- 
panies (of a total of 119 studied) for 
annual premium life insurance. The 
maximum age of issue of double indem- 
nity seems fixed at 55 or 60, but there 
is a slight trend toward lowering the 
minimum issue age. Many companies 
now write single premium life insurance 
as low as age 0. 

Amounts of life and endowment in- 
surance which a company will issue 
have been greatly increased. In 1942 
the average maximum for those com- 
panies with set limits was $163,667; to- 
day it is $222,077. The most common 
maximum in 1942 was $100,000; the cor- 
responding amount in 1952 is $200,000. 
In double indemnity, waiver of pre- 
miums, immediate annuities, single pre- 
mium policies, and term the maximum 
amounts issued are all higher. 


Raise Non-medical Limits 


Although the maximum age for issu- 
ance of non-medical insurance has re- 
mained somewhat stationary, the maxi- 
mum amounts have been raised. Of 119 
companies, 40 show higher non-medical 
limits in 1952 than in 1951. 

Minimum amounts for special poli- 
cies have been increased; fewer com- 
panies will issue policies of less than 
$1,000. 

The changes in level premium term in- 
surance during the past year have not 
been remarkable, even though a number 
of companies have added new plans, 
raised issue ages at the older ages, will 
issue term to women when it was pre- 
viously issued to men only or will now 
add a disability provision. But as for 
decreasing term insurance for mort- 
gage coverage, the wave of new mort- 
gage protection plans which started in 
1950-1951 is only now reaching its crest 
by the addition of this plan by a dozen 
additional companies. There are 10 com- 
panies which have attached their names 
to the list of those permitting commu- 


tation of monthly income and final pay- ' 


ment of a family income policy or rider 
to pay the balance due on a mortgage 
in event of the insured’s death. 


Higher Family Income 


It was not many years ago when the 
only family income combination was 
$10 monthly income per $1,000 insurance 
for periods of 10, 15 and 20 years. To- 
day, of the 114 companies listed as writ- 
ing family income, 73 issue more than 
$10 per $1,000 monthly and 39 include 
a period extending to the insured’s age 
65 to supplement social security pay- 
ments to the beneficiary. The stated 
monthly income usually includes the in- 
terest from the basic policy. A number 
of companies, however, within the past 
few years have allowed the stated 
amount of income in addition to the in- 
terest from the basic policy, for a 
higher premium, to allow more flexi- 
bility in the settlement of the basic 
proceeds under a policy option. A large 
number of the changes mentioned have 
taken place during the past year. 

Conversion of the term portion of a 
family income agreement is being al- 
lowed by contract provision or practice 
by 12 companies which did not grant 


this privilege a year ago, bringing the 
total to 61. Five more companies have 
joined the 64 which will add a family 
income or family maintenance agree- 
ment to a policy already in force. 

Disability income is on its way back. 
Six more companies (of 119 studied) are 
issuing monthly income disability to 
men, making a total of 56. Of these, 39 
provide $10 monthly per $1,000, 16 pro- 
vide $5 monthly per $1,000 and one, 
$7.50 per $1,000. As of 10 years ago, 
of a total of 104 companies, only 31 
issued this type of rider, with only nine 
on the $10 monthly per $1,000 basis, 20 
providing $5 monthly, and two offering 
$7.50 monthly per $1,000. Only one 
company in the past year has added its 
name to the list of 13 companies grant- 
ing this provision to women. 

Today there are seven companies in- 
cluding the waiver of premium provi- 
sion automatically in all standard poli- 
cies at no specific extra charge. Only 
one company followed this practice five 
years ago. 

Substandard insurance age limits have 
been increased by eight companies; five 
have increased to 500% the maximum 
mortality accepted; more companies will 
insure persons with diabetes. Outstand- 
ing in substandard insurance trends, 
however, is present practice in issuance 
of substandard term. In the past year 


30 companies have made major liberali- 
zations in their underwriting practices 
in accepting term on this basis. 

Juvenile insurance in most companies 
provides full benefit at age one, with a 


few companies granting full benefit at 
age 0 or at age six months. Under the 
payor clause, many companies have in- 
creased the age to which premiums are 
waived from age 21 to 25 in event of 
the death or disability of the payor. 
The junior estate plan, under which the 
insurance increases to five times the 
original amount at age 21, and which 
first came into the limelight in 1948, was 
offered by 18 companies in 1949. This 
number has increased to 42. 


Joint Life Declining 


While many plans are increasing in 
popularity (gauged from the number 
of companies issuing them), the interest 
in others is diminishing. Among the 
latter is joint life insurance. Five years 
ago, 73 companies issued joint life in- 
surance on two lives, with 31 of these 
companies issuing on three lives as 
well. Today only 42 companies issue 
joint two-lives insurance, with 11 of 
these willing to issue on a three-lives 
basis. Single premium retirement annu- 
ities were issued by 26% of the com- 
panies in 1942, dropped to a low of 
14.6% in 1946, but have since come back 
to be issued by 23.5% of the companies. 

Other plans seem rather stationary, 
with the same companies issuing them, 
few withdrawals and few additions. 
Among these are salary savings, family 
group, five payment life, five year en- 
dowment, retirement income and re- 
tirement annuities. 

Special or preferred risk plans, less 

(CONTINUED ON PAGE 6) 










COMMONWEALTH 


Commentary 


A. A. Skees 












J. W. Hays | 


TOP-FLIGHT — Career Men 


A. A. Skees, Commonwealth Careerman in the Kentuckiana District 
of the Industrial Agency Department, has been awarded the Super- 
visor of Agencies Trophy for the best all-around job of staff 


management in 1951. 


J. W. Hays, Career Underwriter in the Hazard District, has been 
awarded the Agency Vice President Trophy for the greatest com- 


bined net new volume in 195]. 






INSURANCE IN FORCE 


COMMONWEALTH 


JANUARY 1, 1952 — $541,728,825 


New York Life 
Holds Its First 
Group Conference 


_It was a very significant occasion for 
New York Life when, at the close of its 
first six months in the group busines 
a group sales conference was held } 
the company at New York to assess the 
operation, Members of the group sale 
Organization from all parts of the coun. 
try and Canada spent a full week dis. 
cussing underwriting, and actuarial, a. 
ministrative and sales problems. We. 
dell Milliman, vice-president, told them 





ee 





Richard C. Clark, Jr., left, agent a 
Tupelo, Miss., receives congratulations 
from Dudley Dowell, vice-president in 
charge of agency affairs, as the leading 
agent of New York Life in number of 
group cases sold in 1951. Mr. Clark was 
also the leading agent in number of per. 
sonal A. & H. policies sold last year. The 
award was made at the first group meeting 
of the company. 





that one of the reasons the company is 
pursuing group business vigorously is 
that those companies which write group 
insurance have been growing much more 
rapidly in the individual insurance 
branch than have the companies which 
have written individual alone. He said 
that with a large volume of business and 
with a more dynamic organization, be- 
cause of the dynamic character of the 
group business, he expects that econ- 
omies will result for the company which 
will produce a lower cost to policyhold- 


ers. 

Mr. Milliman commented that New 
York Life has believed in hiring good 
men and paying them what they are 
worth. The aim is to pay these good 
men well and load them up with respon- 
sibility and to expect them to do not 
only a good job, but an outstanding 
job, he commented. 

Top executives of the company and 
of the agency department took part in 
the discussions. There was a sales panel 
conducted by the regional group man- 
agers, and Robert E. Purdy, formerly in 
charge of the northeastern division, who 
is now manager of group sales in the 
home office. Recognition was given to 
Wallace R. Shaw, district group super- 
visor at Atlanta, who was the leading 
group representative in number of cases 
sold during 1951. Also complimented was 
James R. Ashe of Seattle, leading group 
represnetative in volume of premium. 
Richard C. Clark, Jr., agent from Tu- 
pelo, Miss., was rewarded as the group 
champion among agents. 





Prudential Strike 
End Imminent? 


Negotiations between the Insurance 


Agents International Union, AFL, and 


Life Jusurance Company 


HOME OFFICE © LOUISVILLE, KY. 










The Doorway to Security 


— — 


Prudential continued in Washington 
this week with reports persisting that 
an agreement ending the 2!4 months 
old strike would be signed before the 
meeting ended, presumably over the 
weekend of Feb. 16-17. 
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MAN AT CHICAGO 
Health Insurance 
Council Directors 
to Confer Feb. 27 


The central committee of Health In- 
surance Council will meet on Feb. 27 at 
the Drake hotel in Chicago to consider 
plans for further implementing the work 
of the council. Participating will be 
three representatives of the board of di- 
rectors Of each of the nine insurance 
associations which are members of the 
council and also three members of the 
board of Institute of Life Insurance. 

The meeting will be the occasion for 
assessing the accomplishments of the 
organization, which was set up in 1946 
for companies in all categories selling 

.& H. The original purpose was to 
present a unified point of view to doctors 
and hospitals. The principal work has 
been installing hospital admission plans 
in four states and in six large cities. The 
council has gradually evolved as the 
spokesman for the companies and trade 
associations in developing cooperation 
with medical and hospital groups. An- 
other important project of the council 
has been the annual survey of voluntary 
A. & H. protection in the U.S. 


New York Department Seeks 
$5,185 Per Year Actuary 


The New York insurance department 
will hold examinations for senior life 
actuary in the New York city office 
shortly after March 1, the deadline for 
applications for the position. The start- 
ing salary is $5,135 annually. The mini- 
mum requirements for the position are 
two years of satisfactory full time paid 
experience in professional actuarial work 
and successful completion of any four of 
the eight parts of the examinations of 
the Society of Actuaries. 

Satisfactory completion of graduate 
work in mathematics with specialization 
in actuarial science in an accredited col- 
lege or university authorized to grant 
the degree of doctor of philosophy may 
be substituted for actuarial experience 
on a year to year basis. In addition, 
successful completion of equivalent 
parts of the examination of the Actu- 
arial Society of America or American 
Institute of Actuaries may be substituted 
for successful completion of parts of 
the examination of the Society of Actu- 
aries. There will be no written test 
given the applicants. Application forms 
may be obtained from any of the state 
een civil service department of- 
ces, 


Public, Industry Interest in 
Indianapolis Series High 


Public and industry interest in the 
How to Buy Insurance” series of adult 
education forums sponsored by the In- 
dianapolis public school system for 
February, March, and April, has sur- 
Prised both the school system and in- 
surance people supporting the series. 
Initial demand exceeded the 150 tickets 
brought to the parent-teacher meeting 
of a small school where the series was 
announced. 

Response to a public mailer was im- 
mediate and overwhelming, according to 
Robert Shultz, director of adult educa- 
tion for the school system, who reports 
that the Minneapolis public schools have 





“ 





also indicated an interest in sponsoring 
the series. 

The Hammond agency of New York 
Life, took 500 tickets, and the combina- 
tion managers, not knowing the tickets 
wan free, offered to buy 3,000 for debit 

n. 
The first session will begin Feb. 18. 


Roy W. Michel, specialist in the bond 
department of Northwestern Mutual 
Life, spoke on “Insurance Company In- 
vestments” before the Marquette Uni- 
versity chapter of American Finance 
Assn. at Milwaukee. 





Se 


Connecticut General 
Incentive Plan Set 
for Final Approval 


An employe incentive plan has been 
approved by the directors of Connecticut 
General Life and recommended to stock- 
holders for approval at their annual 
meeting Feb. 26. 

Under the plan, which would replace 
the special year-end payment, a portion 

company earnings, according to 
formula, would be allocated each year 
for distribution among eligible employes 
who would share in the distribution in 
proportion to their individual salaries. 
If authorized this year, the distribution 
would be slightly in excess of 6% 
of salary. 

The following salaried employe cate- 
gories with five years continuous serv- 
ice are eligible to participate in the 
plan: home office; agency clerical; mort- 
gage loan, and claim office. Those 
whose salaries are $5,000 or less will 
receive payment in cash, and those with 
salaries above that figure will have the 
balance of payment placed in trust to 
be administered by the Hartford Na- 
tional Bank and Trust Co. 

Some of the trust funds may be in- 
vested in company stock, Frazar B. 
Wilde, company president, has pointed 
out, adding that, although this is not a 
stock purchase plan, it is hoped that 
some portion of the trust funds will be 
invested in outstanding company stock. 

Salaried and hourly employes with 
less than five years with the company 
are not eligible. However, a plan author- 
izing payment to these employes of 
2 to 6% of their 1951 earnings ,based on 
service, has also been approved by the 
directors. 





The Kansas City agency of Massa- 
chusetts Mutual has moved to 101 West 
11th street. 


ON NATIONAL BASIS 


L.U.T.C. Prepares 
Planning Panels for 
Local Chairmen 


The Life Underwriter Training Coun- 
cil has prepared 12 regional planning 
panels for local course chairmen to 
make 1952-53 classes available nationally. 

The two-day panels, scheduled for 
spring, will discuss successful methods 
for selecting instructors, publicizing the 
course, securing suitable classrooms, 
handling enrollments, screening appli- 
cants, and supervising classes. 

Following the panels, course chairmen 
will meet with their local or state com- 
mittee to plan monthly class schedules. 

Panel locations and dates have been 
set as follows: Dallas, March 3-4; Los 
Angeles, March 10-11; Seattle, March 
13-14; Indianapolis, March 24-25; Cleve- 
land, March 27-28; Minneapolis, April 
7-8; Kansas City, April 10-11; Roanoke, 
Va., April 17-18; Atlanta, April 21- 
22; Jacksonville, Fla., April 24-25; Al- 
bany, N. Y., May 12-13, and Philadel- 
phia, May 15-16. 


Institute to Be Featured 
on Radio Sunday Night 


NEW YORK—Institute of Life In- 
surance will be featured on a half-hour 
radio program Sunday at 7:30 p.m. east- 
ern time in the American Broadcasting 
Co., series “The Great Adventure,” deal- 
ing with American industries. It will 
be carried coast-to-coast. 

Through dialogue the aspects of term, 
ordinary life and endowment that are of 
interest to the public will be brought 
out. Listeners will be offered the in- 
stitute’s booklet, “What’s in Your Life 
Insurance Policy.” Concluding speaker 
will be President Holgar J. Johnson of 
the institute. 














the simple negative. 


straight negative. 





One of our Managers is sometimes called by an under- 
writer with a question as to whether a certain Business 
Insurance set-up can be arranged by life insurance. He 
thinks that the underwriter in such a case is not trying 
to find the correct solution to the problem, he is only 
asking for exceptions to a well-reasoned rule. 


The Manager tries to remember that “No” is the 
easiest answer in the language and is therefore too often 
given as a solution. The harder answer would be se- 
lected from various ways of handling the problem, ways 
which are on the books but not obvious and not easily 
thought of. The Manager tries to give one of these good 
solutions to the problem, suggesting it in preference to 
the requested exception and certainly in preference to 


This is worth the underwriter’s study from another 
angle. When the prospect answers a sales talk with a 
“No” he is giving the easiest answer in the language. 
The thing to do is not to argue for the way which has 
already been rejected, but be prepared with several ways 
in which the particular problem could be met and to 
make one of these suggestions to overcome the prospect’s 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Sees Pofential Might 
of Policyholders as 
Deterrent fo Foes 


Lincoln Reviews 
Insurance Business 
for Chicago Leaders 


Leroy A. Lincoln, chairman of Metro- 
politan Life, told the Executives Club 
of Chicago that the 86 million policy- 
holders of the private life insurance 
companies comprise one of the largest 
single groups with 
a common interest, 
outnumbering tele- 
phone subscribers, 
automobile owners 
and even American 
voters. He cited 
this as_ evidence 
that Americans pre- 
fer to assume indi- 
vidual responsibility 
for their own wel- 
fare rather than to 
rely on anything 
approaching a “wel- 
fare state.” 

The result of this 
desire has been to build more than 500 
companies with total life insurance in 
force of $253 billion and aggregate 
assets of $68 billion. He called attention 
to the fact that even the staggering 
amount of life insurance in force is less 
than the current federal debt. 


Designed to Fit Individual Needs 


‘Mr. Lincoln commented, “When we 
consider the respective amounts of in- 
surance in the private companies and 
under government plans, we should not 
lose sight of the fact that private insur- 
ance has been designed to fit individual 
needs and that, except in the case of 
term insurance, it also provides values 
that can be drawn upon in event of emer- 
gency.” In contrast, the insurance pro- 
vided under social security, railroad 
retirement and civil service retirement 
funds is not tailored to the individual 
case, does not provide an emergency 
fund, and continues unimpaired only 
while the insured is in a covered em- 
ployment. He stated that life insurance 
provided by privately managed com- 
panies not only offers substantial pro- 
tection against premature death, but 
also serves as a very important medium 
of savings for old age and for emer- 
gencies. 


Investment Movement Explained 


Mr. Lincoln explained how invest- 
ment of policyholders’ dollars has moved 
from one channel to another as eco- 
nomic needs and demands have changed. 
He noted that in the field of corporate 
bond investments, the emphasis has 
changed from the railroad industry to 
the electric power and light and tele- 
phone industries and, more recently, to 
such greatly expanding industries as 
petroleum production and _transporta- 
tion, natural gas transmission, aluminum 
and the chemical lines. 

Mr. Lincoln saw no likelihood that 
there would be cohesion in the group 
of life insurance policyholders as in the 
case of members of labor, veteran or 
farm organizations. But he had this to 
say: “It is quite likely that an acute 
issue would serve to bring together so 
representative an aggregation of com- 
mon interest as would give pause to 
those who would seek to attack the 
policyholders’ best interest. In local 
situations life iasurance policyholders 
have been marshaled against threats to 
their interests, but so far no situation 
has arisen which has seemed to com- 

(CONTINUED ON PAGE 20) 
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Closer Cooperation 
Needed in Medical 
Insurance Field 


A. & H. Bureau Seminar 
Reviews Latest Trends 
in Casualty Covers 


An era of even closer cooperation 
among hospitals, doctors and insurance 
companies was termed by Edward A. 
Green, vice-president of John Hancock, 
as vital to the continued expansion of 
private hospital, surgical and medical 
insurance plans, in his talk at an educa- 
tional seminar of Bureau of A. & H. 


Underwriters. 

The full payment plan he spoke of 
is that which is normally associated in 
the public mind with the Blue Cross 
plans, but also includes special liberal 
group plans of which, he said, very few 
are in force. 

There is a question of the exact mar- 
ket demand for this type of coverage. 
Requests received by Mr. Green’s com- 
pany for this coverage are concentrated 
somewhat more heavily in certain, but 
by no means all, collective bargained 
and union cases, and in cases taken over 
in geographical areas where there have 
been recent and marked increases in 
Blue Cross rates. 

If companies are going to insure the 
cost of semi-private accommodations 
rather than provide a set dollar benefit, 
he said there must be some degree of 
stability in the daily cost factor as well 
as in the rate of hospitalization and 
average length of hospital stay. The 
same principle holds true, he said, in 
connection with insuring all charges for 
miscellaneous services. At best the cost 
factor will be influenced by the general 
price level and be subject to its fluc- 
tuations, “It is important that means be 
devised to bring together the interests 
of the patient, doctor and hospital with 
those of the insurer in maintaining the 
required degree of stability in this fac- 
tor,” he asserted. 


Many Cost Factors 


Doctors, as well as hospitals, he 
pointed out, and many others have a 
natural interest in raising the standards 
of hospital and medical care to the 
greatest extent possible. These im- 
provements in care cannot help but be 
reflected in the costs. Blue Cross has 
been able to offer the coverage and 
measure its risks in dollars primarily 
because of its agreements with the 
hospitals. 

Mr. Green said that while the process 
of charging in accordance with ability 
to pay is not anywhere near as preva- 
lent in the hospital field as it is in the 
medical field, it still does exist. If the 
insurance is to accomplish its purpose 
and be marketable to the public, he 
said that it must not result in substan- 
tially higher costs for the same services 
than would be the case if the insurance 
were not present. 


Over Use of Benefits 


In order to reduce the danger of over- 
utilization of benefits it would be de- 
sirable to have the level of utilization 
of facilities by individuals insured under 
the full payment plan related to that of 
patients as a whole. Blue Cross has 
done this by establishment of an over- 
all per diem charge for ancillary serv- 
ices based on the average cost of these 
services. He said that this procedure 
would seem to be desirable for com- 
mercial insurers as well. The use of the 
per diem rates would have to be ad- 
justed from time to time because of 

(CONTINUED ON PAGE 20) 


Colonial Directors Captain 
Sales Teams in Successful 
Drive for Heppenheimer 


From September through December, 
1951, Colonial Life completed a highly 
successful production drive on what the 
company feels is a unique basis. The 
drive, in honor of Ernest J. Heppen- 
heimer, founder of the company, and 
chairman, was captained by those com- 
pany directors who are not Officers. 
These directors participated actively in 
the campaign. Despite the heavy de- 
mands made by their own business af- 
fairs, there were 10 directors serving as 
team captains, devoting considerable 
time to the special production effort of 
the branch offices under their command. 
This included the writing of personal 
letters to each salesman and visits to the 
branch offices for conferences and to 
deliver inspirational messages. They fol- 
lowed the production efforts of each 
man on their teams by means of weekly 
reports of new business, both ordinary 
and weekly premium. 

George R. Beach, president of the 
Provident Institution for Savings in Jer- 
sey City, was captain of the winning 
team that included branches at Jersey 
City, Mt. Vernon, and Jamaica, N. Y. 
This team celebrated its victory as the 
guests of Mr. Beach at a dinner in New 
York City at which Mr. Heppenheimer 
was guest of honor. Other guests in- 
cluded Paul R. Scheerer, president of 
the Newark Milk & Cream Co., who was 
captain of the second place team, the 
leading manager, and three agents not 
on the winning team who were highest 
in production on a per capita basis. 

Richard B. Evans, president, reported 
that the campaign not only enhanced 
morale and intensified enthusiasm, but 
it solidified relations between the direc- 
tors and the salesmen of the company. 
There was $11,326,000 in new business 
written by the branch offices during the 
campaign. This was an improvement of 
13% over the production of the same 
units for the corresponding period in 
1950. Evidence of stimulation of this 
special drive was seen in the fact that 
during the first eight months of 1951, 
production over the previous year had 
increased by only 2%, There was a 
much improved lapse rate for the four- 
month production period also. The com- 
pany had an increase of $8,199,000 life 
insurance in force as a result of this 
drive, which was an improvement of 
24.6% over the increase of life insurance 
in force during a comparable period in 
1950. Mr. Evans imputes to the drive 
a great deal of the credit for making 
1951 the top year in company history. 





Hancock Honors District 
Agency Department Leaders 


The district agency department of 
John Hancock in its best year in history 
has named the following leaders in the 
various categories during 1951: Frank 
S. Pisciotta, Paterson, N. J., leading 
agent; Benjamin Ashley, San Dicgo, 
leading assistant district manager; Dis- 
trict Manager Herbert H. Ross, Cleve- 
land central, the President’s trophy; 
District Manager Patrick J. Enright, 
San Diego, Pioneer trophy, and James 
L. Driscoll, Chicago West Towns, Vice- 
president’s trophy. 

The Cleveland central district office 
was awarded the President’s trophy in 
1943 and 1946 while the San Diego of- 
fice had previously won the Pioneer 
trophy in 1947 and 1950. The southern 
New England region, headed by Arthur 
F. Norton, was cited as the leading re- 
gion for the sixth consecutive year. 





Rosenthal Heads Council 


Adam Rosenthal, St. Louis, has suc- 
ceeded Matthew Brown, San Antonio, as 
chairman of the general agents’ advisory 
council of the General American. Each 
member becomes chairman for one year 
in the order of his appointment to the 
council, 


OK of ‘National’ for Titles 
Would End Complications 


WASHINGTON—An involved situ- 
ation will be cleared up if the Senate 
bill to permit insurance companies to 
use the word “national” in their names, 
already recommended by the Senate 
judiciary committee, is passed. 

Use of the word in company titles 
has been banned since 1948 when, be- 
cause of a recodification of several scat- 
tered statutes, the insurance and indem- 
nity business was brought under a 
statute prohibiting use of this and other 
names in the title of banks. Some 22 
companies organized after that date, 
however, included ‘national’ in their 
titles, relying on a saving clause which 
made it not unlawful to use any name 
or title which was lawful on the enact- 
ment date of the recodification. 

The judiciary committee’s report said 
the saving clause would indicate use 
of the word is proper if, as is the case, 
it was proper before enactment of the 
recodifying amendment. The Attorney 
General, though, had interpreted the 
statute as making unlawful inclusion of 
the word in the title of an insurance 
company, <{ 

Because of the terrific expense those 
companies now using the word in their 
title would incur if they had to change 
it, and also since there is no apparent 
evil existing in connection with its use, 
the committee acted favorably on the 
bill. It was suggested, however, that 
the bill be amended to state clearly that 
any insurer so desiring can use the 
word in its title. 

A report of the Department of Justice, 
attached to the committee report, points 
out that the pending bill would permit 
the 22 companies to retain ‘“‘national’ 
in their titles and the recodified statute 
would then be operative only against 
companies which incorporate or change 
their names subsequent to the effective 
date of the bill. It also recommended 
the the statute be amended along lines 
proposed in the bill. 

The bill does not, it continued, re- 
lieve the companies which violated the 
statute of any criminal responsibility. 
If the bill is enacted, however, it is 
doubtful whether any court would give 
serious consideration to a prosecution 
for use of the term. 


Seibert Manager of Year 


Philip T. Seibert, Martinsburg, W. 
Va., won the manager of the year award 
for 1951 of Reliance Life. Robert L. 
Taylor, Charlotte, N. C., was runner-up. 

The award, offered for the first time 
last year, is based on five factors: Re- 
cruiting, new life volume, new A. & H. 
premiums, number of sales and average 
size policy sold in each field depart- 
ment during the calendar year. Home 
office officials will present the award to 
Mr. Seibert at a dinner at Martinsburg 
next month. 

Since 1950 he has been manager of 
the agency founded more than 37 years 
ago by his uncle, the late Frank J. 
Trammell. He entered the agency as a 
salesman in 1936 and was appointed as- 
sistant manager in 1942. 


Another Hancock Course 


John Hancock recently completed its 
27th two-week course in advanced under- 
writing and agency management for 42 
assistant district managers. Edwin P. 
Gunn, manager of field training, directed 
the course. 


Lund Awarded Olson Trophy 


William R. Lund of the Homann 
agency of Mutual Trust Life at Madison, 
Wis., was awarded the company’s Olson 
memorial trophy for increased produc- 
tion in 1951. Mr. Lund has been with 
the company since 1949. 














Dick Johnson has been promoted to 
assistant manager in charge of the 
newly established El Centro, Cal., de- 
tached agency of Prudential, under 
Clark W. Smith, manager at San Diego. 


A.L.C. Announces 
Twelve Committee 
Chairmen for 1952 


American Life Convention has , 
pointed the following committee chair 
~~ rae? i 

A. .. Harry J. Stewart, pres; 
West Coast Life; actuarial, M. Re 
son, executive vice-president Ohio Nj. 
tional Life; agents and agencies, Rollang 
E. Irish, president Union Mutual Life. 
coordination of activities, Claris Adam: 
president Ohio State Life; department, 
supervision, H. O. Fishback, Jr., vice. 
president Northern Life; finance, L, p 
Cavanaugh, president Federal Life. — 

Insurance regulation, Berkeley Cox 
general counsel Aetna Life; medical ey. 
aminations, Dr. John E. Boland, medic 
director Country Life; meetings, J 
Howard Oden, president North Amer. 
ican Reassurance; program, Frazar B 
Wilde, president Connecticut Gener 
Life; resolutions, Carl E. Lien, preg. 
dent United American Life, and uniform 
laws, Willis H. Satterthwaite, couns¢! 
Penn Mutual Life. 


Set Up Insurance Council o 
Los Angeles in Final Form 


LOS ANGELES — Organization o 
Insurance Council of Los Angeles ha 
been completed following practically a 
year of preliminary work. Officers 
elected are: President, Milton L. Rose 
Paul Revere Life, president of A. & 
Managers Club; vice-president, Mrs, 
Muriel Bixby Clark, local agent and 
vice-president of Insurance Assn. of 
Los Angeles; secretary, P. J. Gauthier, 
superintendent of bonding of Founders 
and vice-president of Surety Underwrit- 
ers Assn. of Southern California. 

Commissioner Maloney installed the 
new officers. He said the council was 
the only one of its kind he knew of in 
the entire country. 

Member associations include A. & H. 
Managers Club of Los Angeles, South- 
ern California chapter, Insurance Credit 
Managers Assn. of Los Angeles, Insur- 
ance Forum of Los Angeles, Insurance 
Women of Los Angeles, Life Supervisors 
Assn. of Los Angeles, Life Underwrit- 
ers Assn. of Los Angeles. 

President Rose named a committee 
to study details of committees and other 
functions and report at the next meeting 
March 19. 


Advertising Publication Cites 
U. S. Life Trade Journal Ads 


“Advertising Council News,” the or- 
gan of the Advertising Council, a non- 
profit organization supported by adver- 
tising people to utilize advertising in the 
solution of national problems, comment- 
ed favorably in its December issue on 
the series of United States Life adver- 
tisements appearing in insurance trade 
journals during the past nine months. 
The publication called attention to the 
unusual theme of the advertisements, 
“U. S. Life — a Better Life to Live!’ 
The copy was cited for the excellent 
way it treated such aspects of Americat 
Life as productivity, religious freedom, 
the Red Cross, tolerance and forest fire 
prevention. At the annual meeting of 
Life Insurance Advertisers Assn., the 
same group of ads was awarded a cel- 
tificate of excellence. 


Agents Send Greetings 

Agents of Minnesota Mutual Life are 
sending special “greeting messages” to 
T. A. Phillips, chairman. They will be 
included in a bound copy along with 
messages from other company personne 
and given to Mr. Phillips to be placed 
in the cornerstone of the new home 
office building. 
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North American L. & C. has it 
augurated a series of week-long depatt- 
mental conferences. 
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Tue Great.West LIFE 
Reports On 1951 


The sixtieth Annual Report of The Great-West Life discloses 
a record of continued development and growth. During the year, 
all phases of the Company’s operations were maintained at a high 
level. 


e A record amount of new business written. 
e@ Largest gain in business in force for one year. 
@ Extremely favorable mortality experience. 


@ Interest rate showed continued improvement. 


The comparative figures given below are an indication of the 
extent of the Company’s responsibilities to over half a million 
policyholders in the United States and Canada. 





NOTEWORTHY COMPARISONS 

















1951 1950 

Total Business in Force.............. $1,891,438,082 $1,671,014,073 
New Business. 293,229,967 259,171,995 
Assets. 413,791,937 385,335,607 
Liabilities ” 392,367,145 365,129,058 
Capital, Contingency 

Reserve and Surplus................ 21,424,792 20,206,549 
Paid or Credited to Policy- 

holders and Beneficiaries........ 60,207,498 52,223,119 
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i ies’ En nts Sh Foll Revi 
Figures from Companies’ Year-End Statements Shown ollmann Reviews 
Increase Surplus to New Ins. in Increase Prem. Benefits Total Recent Trends in é 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. & 
Assets Assets holders 1951 31, 1951 in Force* 1951 1951 1951 : 
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Central Life, Kan. 2,434,029 —552 54,884 84,456 4,984,975 —173,268 59,676 : 157, ° 
Colonial Life ..... 48'393.621 3,685,537 2,755,860 39,545,514 270,293,698  23,862,3703 8,844,524 2,957,882 7,006,813 After a 10-year period of r 
Columbus Mutual 1... ~~ - 89,280,268 5,883,501 9,835,475 46,170,608 304,164,470 30,341,645 9,255,494 4,286,477 8,048,168 a conditions and hg of : 
Golden State Mut........... 5,798,638 987,830 655,656 17,244,763 67,252,589 958, ,106,704 ; 470,322 from 1928 1938 e acci 
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Lutheran Mutual .......... 48,303,311 4,902,402 2,929,981 27,981,138 246,139,001 22,862,456 6,337,204 2,223,979 4,141,493 going a period of unusual activity 
Monarch, Canada .......... 39,396,746 2,910,353 4,545,438 31,611,660 202,257,629 18,524,911 4,211,133 1,755,226 3,678,316 development, Joseph F. Follmany 
Northern, Wash. .........- 59,020,880 4,230,542 6,979,951 29,030,163 255,471,362 15,213,592  8,476,7 3,626,367 8,463,174 1 > ' B f nn, 
Northwestern Mut. ........ 2,747,904,824 154,107,425 178,004,704 422,704,691  6,560,726,220 256,185,434 240,211,498 193,977,101 372,939,438 Semeral manager Of Bureau of A 
Pan-American .........+++- 124,715,215 10,278,007 8,504,704 89,268,572 508,100,921 55,115,303 20,513,662 9,596,979 11,653,265 & Health Underwriters, said in his 
Peoples, Co. Ind...........- 25,119,941 1,780,868 1,550,000 13,520, 112,063,238 7,504,257 2,637,096 1,002,497 1,987,910 : 
Southern Farm Bur......... 3,132,979 1,009,620 732,692 23,219,631 69,421,583 19,209,625 1,532,942 162,815 732,804 ~~ a a er ee of l 
Southern Natl. ............ 932,133 285,466 281,094 4,519,063 6,821,023 1,538,346 316,609 54,924 240,382 +1. ; Vlaims nderwriting Asp 
State Capital, N. C......... 7,910,977 1,505,106 1,392,926 91,676,235 132,054,614 24,665,5587 3,931,593 996,784 2,798,218 All of the characteristics of 
State Farm, IIl...........-- 52,366,318 8,733,848 8,393,065 105,821, 469,876,813  70,376,2278 12,423,382 2,151,811 7,044,594 : : 
Union Central ............. 658-198-338 15,728,081 31,178,870 127,893,824  1,479,429,823  44,727,4359 41,254,807 36,079,703 60,717,477 oo an > Pe business today, Mt 
ee ee See 157,477,723 19,680,886 19,221,508 141,029,636 877,777,291  64,409,68129 40,486,357 13,271,088 27,402,521 ollmann added, mentioning broad 


*In column six, the superior numbers denote net increases in group life insurance due to normal addition of employes to groups and em- 


ployes becoming entitled to additional insurance. 


The respective increases are 1$39,306,106; 


2$10,784,174; 


3$259,560; 4$1,376,537; 5$4,166,158; 


©$1,904,367; 7$280,550; $930,534; 9368,,041; 19$1,947,844. tDenotes decrease of $250,441 in group life due to normal additions. {New business 


includes renewals and increases. 





Noffsinger Agency Secretary 

Peoples Life of Washington, D. C., 
has advanced T. J. Noffsinger, assist- 
ant superintendent of agents, to the 
newly created position of agency sec- 
retary. He started with the company in 
1930 at Staunton, Va. He was assistant 


manager at Winchester, Va., and man- 
ager at Clarksburg, W. Va., before go- 
ing to the home office as field auditor 
in 1944. He was promoted to manager of 
the ordinary division in 1946, assumed 
additional duties as director of train- 
ing in 1949 and was named assistant 
superintendent of agents last April. 
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SUMMARY 65th ANNUAL REPORT 


INSURANCE IN FORCE. ......0000..... ce . $1,443,927,793 
(Including Deferred Annuities) 
NEW INSURANCE. ....o.o............00.... eee 198,033,779 
(Including Deferred Annuities) 
RUIN s« ¢scslhusdaccsddssouelin sincieiishcstsotbvenieaieiaiieinslaiiaben 82,178,559 
RAE EER eee, as eee sabeaspoene 449,783,836 
IIE «<cicsicstaicssieisiesdublamnellibinnihieessdastiaslons 422,044,811 
CONTINGENCY RESERVE 

AND SURPLUS...................... 27,739,025 


Payments to Policyholders and Beneficiaries since 
the inception of the Company total $462,500,167 


For a copy of the Annual Report contact one of our Branch Offices in 


the following cities: 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the District of Columbia, Arizona, Delaware and Idaho 
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Continue Easing 
of Limitations 


(CONTINUED FROM PAGE 2) 





readily accepted from outside produc- 
ers, are now considered on a brokerage 
basis by five additional companies, with 
only one company withdrawing. 

Termination dividends upon surren- 
der for cash, maturity or death are now 
payable by 10 companies. These divi- 
dends are not to be confused with the 
payment of a pro-rata part of the regu- 
lar annual dividend for the policy year 
in which death occurs. Dividend provi- 
sions in the contracts, as well as all 
other contract provisions (other than 
those in the disability and double in- 
demnity riders) have undergone little 
revision in the year which has passed. 

Advance premium rules have been 
liberalized. A number of companies 
have increased the rate of interest at 
which premiums are discounted or have 
increased the maximum accepted. As to 
disposal of unearned advance premiums 
upon the insured’s death, 71 companies 
will pay to the beneficiary of record and 
13 of these will distribute them under 
settlement agreement. 

Companies are using five different in- 
terest rates with the commissioners 
standard ordinary mortality table in cal- 
culating reserves. How these rates have 
declined is illustrated with rates of in- 
terest used before the big changes made 
when the CSO table was introduced: 


Rate of Percentage of Companies 
Interest Using 
1952 1947 1942 
3.5% 0% 19.9% 43.9% 
3.25 0 6 1.9 
3.0 18.4 63.2 52.4 
2.75 3:9 1.5 9 
2.5 64.0 13.3 9 
2.25 12.0 § 0 
2.0 2.4 Tf 0 


All but seven companies use the same 
rate of interest in calculating cash values 
as used in reserves. In these seven com- 
panies the rate is 4% or %% higher 
than that assumed in calculating re- 
serves. 

Of the 119 companies covered, two 
more have entered the group field in the 
past year, three started to write deposit 
administration contracts (making a total 
of 27) and three additional companies 
will now write group life insurance for 
unions and fraternal organizations, 

Sale of A. & H. is becoming more a 
part of a life insurance company activ- 
ities. More coverages are offered. Group 
medical catastrophe insurance to sup- 
plement the customary group hospital- 
surgical-medical benefits is now issued 
by 24 companies, including casualty 
companies, 

Changes too many to mention have 
been made in the past year. Only those 
indicating trends have been referred to. 

The source of this information “Who 
Writes What?” has just been published 
by the National Underwriter Company, 
420 E. Fourth St. Cincinnati 2, Ohio. 
The 1952 edition, just off the press, sells 
for $3.50 a copy. 












of coverages, experimentation with oy 
coverages, increasing competition, wig 
variance of opinions, entrance into the 
field of more companies and more 
ducers, a gradually developing sh 

of experienced and qualified personnd 
The business has become more 
scious of its additional responsibility 4 
the public and this in turn has hen” 
recognized by public officials and legis) 
tors. 

One of the most discussed develop. 
ments in the A. & H. field has been th 
entrance into it of several important ay 
well-established life, casualty and fr 
companies. 

The ultimate effect of the entrang 
of the many new companies will ng 
be fully apparent for many years, Mr 
Follmann said. The insurers entering 
the field recently have not followed any 
set pattern, and this will be producti 
of new ideas and fresh approaches. For 
example, Mr. Follmann said one life 
company entered the individual field 
writing solely catastrophe, medical ex. 
pense coverage. Three life companies 
are writing “commercial” coverage 
only. Two life companies will write 
commercial and group coverages, and 
one is planning to write commercial and 
non-cancellable coverages. One js 
writing commercial, non-cancellable and 
group. One will write commercial, hos- 
pital and surgical, group, and a new 
form of non-cancellable. Two are giy- 
ing consideration to writing group 
coverages only, and two are giving 
consideration to writing solely non-can- 
cellable insurance. Within these areas 
there are many new developments both 
as to coverage, policy format and meth- 
ods. 


Hospital Costs Rising 


In the field of hospital and surgical 
expense insurance, Mr. Follmann noted 
there has developed an increasing con- 
cern over rising costs. Group writers in 
particular have expressed worry over 
this development, and one important 
company (John Hancock) recently an- 
nounced an increase in its premium rates 
on this form. 

After two years of experience in the 
polio field, some preliminary experience 
is being compiled. The experience of 
some companies now indicates a loss 
ratio of approximately 60% since 1949, 
Mr. Follmann said. While administra- 
tive costs on polio have been reduced 
to a minimum, the loss ratio is s 
appreciable and even serious to a de 
gree, dependent upon the actual expense 
factor, the largest item of which is 
commission. One large writer of polio 
is considering an increase in premium 
for its family polio coverage as a result 
of the experience so far. 


Former Manager Indicted 


Allan W. Jackson, former manager at 
Jamestown, N. Y., of Mutual Life, is 
being held on a charge of first degree 
grand larceny involving the disappeat- 
ance of $34,323 in company funds, ol- 
lowing his indictment by a grand jury. 








William C. Frye, Milwaukee Sdus- 
trialist and trustee of Northwestern 
Mutual has been named a member 0 
the finance committee of that company. 
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LIFE INSURANCE EDITION 


KERS LIFE Insurance Go. of NEBRASKA 


—these twenty-one field leaders who qualified 


for membership in our 1951 LEADERS CLUB. Each of these men attained 


this distinction through superior performance in production. We salute 





them upon their effectiveness and efficiency in life insurance selling. 


P. A. ALLEN 
Philadelphia 
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$5,000 COVER FOR EXECUTIVES 





Union Mutual Life Markets Blanket 
Medical Expense Without Coinsurance 


Union Mutual Life has launched a 
$5,000 limit blanket medical expense 
plan for executives in the $500 a month 
class and up with deductibles of any 
size but no coinsurance required. The 
policy is sold on an individual basis to 
executives of firms having more than 
15 eligible executives, provided that at 
least 75% of those eligible sign for the 
plan. Benefits for dependents may also 
be obtained. 

There is a deductible in any amount 
between $100 and $5,000 and this deduc- 
tible applies to each person. For any 
group of executives, the deductible 
amount must be the same. The policy 
covers hospital and medical expenses, 
doctors’ visits, surgical operations, hos- 
pital room and board, miscellaneous 
hospital expenses, nurses’ fees, labora- 
tory work and other costs incident to 
medical expense. 

There is no time limit for incurring 
the expenses. The policy is issued to 
male executives up to and including 
age 64 and is renewable through age 65. 
Under the family policy, unmarried chil- 


dren ages three months through 23 
years, may be included except in states 
where law does not permit coverage 
beyond age 18. 

The monthly premium rate for male 
executives for the $100 deductible plan 
is $3.61; for the $300 deductible, $2.42; 
for the $500 deductible, $2.06. The 
monthly premium rates for the wife for 
the same plans would be $3.09, $1.80 and 
$1.55. The monthly premium rates for 
the first child for the same deductible 
plans are $1.03, $0.77 and $0.65. The 
total monthly premium for an entire 
family for the same plans can never be 
greater than $8.76, $5.76 and $4.91. 

The policy limits to $750 diseases or 
disorders of certain female organs. In 
event of a workmen’s compensation 
claim, the deductible is that shown in 
the policy or the amount paid by work- 
men’s compensation, whichever is the 
greater. The policy does not cover 
childbirth, pregnancy or miscarriage. 

There is a 60 day qualification period 
from the date of eligibility for enroll- 
ment with evidence of insurability being 
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with our size? 





we're relaxed. . 
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SATISFACTION 


American United is 75 years old in 1952. We’re not the 
oldest and we’re not the youngest. We’re not the biggest, 
nor are we the smallest. We don’t have the most insurance 
in force, and we don’t have the least. We’re in the middle. 
And we like it. And here’s why: 

Being among the top 10% of insurance companies 
gives us the important advantages of bigness. We have 
safety, security, and we can afford top-flight talent in the 
home office. Yet we’re small enough to retain the personal 
touch in our dealings with field men and policyholders. 
We’re old enough to have experience and young enough 
to be enthusiastic. 

American United is big enough to be big and small 
enough to be small . . . we have ambitions to grow, 
but only if the growth is slow and sound. This attitude 
reflects itself all the way through our organization . . . 
. and we find it gets us more business— 
without giving us ulcers. Is it any wonder we’re satisfied 














AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 











required after the enrollment. If an 
executive is insured and his salary sub- 
sequently drops below the required level, 
the insurance remains in force. If the 
executive retires before 65, the coverage 
can be continued to 65. New executives 
of a company whose salary reaches $500 
are eligible for enrollment in the plan 
without medical examination. The com- 
pany will consider plans for extending 
the coverage to others below $500 a 
month as soon as a plan is well estab- 
lished in a company. 


Over 1,500 Agents 
at Texas Tri-City 
Sales Congresses 


More than 1,500 Texas life insurance 
men turned out for the annual Tri-City 
sales congresses at San Antonio, Hous- 
ton and Dallas. At each of the meetings, 
which were held on three consecutive 
days, a roster of well-known speakers 
made the circuit describing the ingredi- 
ents of selling success. Kenneth R. 
Bentley, Northwestern Mutual, Danville, 
Ill., life and qualifying member of the 
Million Dollar Round Table, stressed 
the importance of presenting to the 
prospect the idea that in buying life in- 
surance he is transferring funds from 
one pocket to another. He is not spend- 
ing money, but putting money where it 
will come back to him at the most desir- 
able time. Mr. Bentley clips newspa- 
per stories of promotions, transfers, en- 
gagements and other personal items and 
mails them to the prospect, congratulat- 
ing the man and saying that he thought 
an extra copy for the prospect’s file 
might be desirable. 

David Marks, Jr., general agent for 
New England Mutual in New York City, 
stressed the advisability of calling in 
the attorney and accountant on the case 
of a prospect with large business inter- 
ests. He emphasized, however, that the 
insurance salesman should first get in 
touch with the attorney or accountant 
and let him know the details of the plan 
before calling him before the prospect. 
To call the accountant or attorney in 
before he has become cognizant of the 
details of the plan is fatal for a sale in 
many instances, because of the desire of 
the accountant or attorney to impress 
the client with how smart he is. 

Mr. Marks emphasized that he would 
not cross the street without an appoint- 
ment. He regards a call without an ap- 
pointment as a waste of time for the 
salesman, as well as the prospect. 


Epstein Describes 20-Year Career 


Ben Epstein, Kansas City Life, Hous- 
ton, described his career in life insur- 
ance selling at the 20-year point. Mr. 
Epstein placed a high value on insurance 
educational courses as preparation for 
the life insurance salesman’s advance- 
ment. He would have that agent who 
desires success love his business and 
face his general agent with respect, ap- 
preciating the difficulties of the position 
of the general agent and the guidance 
which most general agents are able to 
offer salesmen. Mr. Epstein said that 
he can only sell to friends and that he 
has among his prospects acquaintances, 
friends and close friends. This means 
that his job is to change acquaintances 
into friends. He reported that 95% of 
his business is now written on his pol- 
icyholders rather than on new prospects. 

Hilbert Rust, R. & R. Service, In- 
dianapolis, stressed that 510,000 men be- 
tween the ages of 20 and 60 years of age 
become uninsurable each year. He urged 
salesmen to make clear to the procrasti- 
nator that his delay may be a matter of 
eternity so far as his ability or oppor- 
tunitv for providing life insurance. He 
stated that mortgages on homes and 





farms amount to $55,600.000,000, all of 


which should be provided protection 
through life insurance. 

Benjamin N. Woodson, managing di- 
rector of National Assn. of Life Under- 
writers, declared that the life insurance 
man pays his way 10 times over through 
the service he provides. Mr. Woodson 


told of the young man whose Prosper 
a physician, asked that he split comm; 
sion with the prospect’s brother-in4,, 
When the salesman returned with J 
policy to the prospect, the Physicia 
asked about the commission. The sale: 
man asked if when he was called for ,, 
appendectomy he would split a fee yi: 
a brother-in-law who is a doctor, },, 
doctor replied, “I'll forget my broth. 
tg and you forget your brother.:. 
aw.” 


Purdue and S.M.U. 
Graduates Organix 
Alumni Society 


Life Insurance Marketing Institute, 
Purdue and Institute of Insurance My. 
keting at Southern 
Methodist have 
formed an alumni 
society for the 
benefit of grad- 
uates of both 
schools. Organiza- 
tion of this society 
coincided with a 
five-day reunion 












seminar attend- 
ed by 63 graduates 
of the Purdue 
course. 
George S. Sev- 
erance, Ohio Na- G. S. Severane 
tional Life agent 
at Chicago and a 1951 graduate 
of the Purdue course, was electe 


president and chairman of a committe 
to guide the society until its anny 
meeting in September. Mr. Severance 
a life and qualifying member of th 
Million Dollar Round Table and ha 
been an agent for 27 years. 
According to the new constitution an 
by-laws, the graduate society has been 
formed to assist the two institutes in 
any way and to encourage enrollment 
of qualified students. The society de. 
sires to cooperate with other recognized 
training institutes within the life insur 
ance business, and seeks to promote ade. 
quate and complete training facilities 
for all life agents. In addition, it wil 
sponsor periodic meetings, seminars, 
group activities, and publish printed 
material devoted to sales ideas and sell- 
ing techniques. Membership at present 
is limited to graduates of the S.M.U. or 
Purdue courses who have passed the 
requirements of attendance, grades, 
and production and who are at present 
engaged in the life insurance business. 
A board of 11 men will be elected at 
the annual meeting scheduled in con- 
junction with the National Assn. of Life 
Underwriters convention at Atlantic 
City in September. Membership on the 
board will be pro rated between gradu- 
ates of the two courses according to 
the same proportion that total member- 
ship ‘of the society is derived from 
S.M.U. and Purdue. Currently at 114 
paid members, this number is expected 
to reach 500 shortly. 


EDITORIAL OPPORTUNITY 


If you know Life Insurance 
and how it is sold, and if you 
have had some editorial or 
reportorial experience, you 
might be interested in an 
excellent opportunity on a 
house magazine published 
by a large eastern insurance 
company. Our staff knows 
about this ad. Address 
K-20, The National Under- 
writer, 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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LITTLE LESSENING of worry — the softening of tain the products of those lands. 
MU, tragedy — the greater extension of opportunity — the They are woven into the wires of our communication and 
i _~~ history of life insurance could be written almost that electric services and welded into the pipes of our gas and 
Aniz briefly and be complete. water systems. 
And so because of what it is and does life insurance has They have helped to make it possible to build railroads 
become a tremendous force in the land. Over sixty -eight and highways that link communities together so that the 
: billions of assets. guarantee the things which life insurance products of industry may flow easily and rapidly from one 
ee provides. section of the country to another. 
y These assets are part of the life blood of industry, of com- This is the many-sided history of life insurance. 
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merce and of agriculture. 

They are the bricks and mortar of thousands of our fac- 
tories, the iron and steel of their machinery. 

They are the foundations and structures of millions of our 
homes, and thousands of our schools. 

They make possible the cultivation of broad acres of farm 
lands. They help to build the barns and storage bins to con- 


No life insurance man or woman can look at that history 
and not be glad to have been a part of it. 

Today the John Hancock insures nearly nine million peo- 
ple, one in every nine of those insured in the country. To 
them and to the other millions who share the comforts and 
the benefits of life insurance we extend our greetings and best 
wishes in this year of 1952, the ninetieth year of our existence. 


STATEMENT OF FINANCIAL CONDITION, DECEMBER 31, 1951 


ASSETS 
Bonds . o 6 © 6 ew fe ce «686 $2,266,418,015 
United oni of America . $460,016,772 
Dominion of Canada . 33,377,044 
State and other civil 
division 119,111,146 
Public utility 947,044,131 
Railroad . 2... 190,837,388 
Industrial . . . 516,031,534 
Stocks. . . © © © «© «© « + « 165,696,207 
Preferred or Guaranteed . 70,974,114 
Common 94,722,093 
Mortgage loans on real estate. 524,192,679 
Residential and Business . 417,181,964 
Farm 107,010,715 
Realestate . . «© «© «© © © «© e« 61,749,679 
Home office, Housing and 
other properties acquired 
for investment 60,724,371 
Foreclosed properties . 1,025,308 
Loans and liens on Company’s policies . 88,313,353 
Cash in banks and offices . . . «© « 42,933,024 
Premiums due and deferred . . . « 52,662,583 
Interest and rents due and accrued . . 27,082,551 
Other assets . . 2. © © © «© «© «@ 11,017,082 
Total Assets . . «© «© «© «© «© $3,240,065,173 





OBLIGATIONS 


Statutory policy reserves . - $2,538,957 ,840 
The amount determined in accordance 
with legal requirements which will, with 
future premiums and interest, assure pay- 
ment of all future policy benefits 

Policyholder and beneficiary funds. . 
Proceeds from death claims, matured en- 
dowments and other payments, including 
dividends left with the Company at in- 
terest 

Dividends payable to policyholders in 1952 45,742,736 

Policy benefits in process of payment . 25,177,946 
Including claims in process of settlement 
and an additional sum for claims not yet 
reported 

Other policy obligations . . . . 
Premiums paid in advance of due date 
$34,167,174 and reserve for ultimate 
changes in policy valuation standards 
$55,500,000 

Valuation reserve for bonds and stocks . 
As required by the National Association 
of Insurance Commissioners 


Accrued taxes payable in 1952. . . 


Other obligations, eee accrued 
expenses . . ee 20,559,104 


Total Obligations. - 2,955,611,419 
SURPLUS TO POLICYHOLDERS 


213,857,587 


89,667,174 


10,155,032 


11,494,000 


Contingency reserve for Group Insurance 6,976,000 
Contingency reserve for fluctuation in 
security values . .. . 44,814,000 
General surplus. . «© «© «© « + «+ 232,663,754 
Total Surplus. . . . . « - 284,453,754 
Total Obligations and Surplus. . .$3,240,065,173 


All securities are valued in conformity with the laws of the several States and as prescribed by the National Association of Insurance Commissioners. 
Securities carried at $511,740 in the above statement are deposited for purposes required by law. 


DIRECTORS 


Edward Dane 
Daniel L. Marsh 
Byron K. Elliott 
John M. Hancock 


Albert M. Creighton 
Joseph E. O’Connell 
Paul F. Clark 
William M. Rand 


Charles L. Ayling 
Charles F. Adams 

Guy W. Cox 

Carl P. Dennett 

Sidney W. Winslow, Jr. 


Merrill Griswold 
Samuel Pinanski 
Philip H. Theopold 
Olen E. Anderson 

E. Taylor Chewning 
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Thomas D. Cabot 
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COMMENT 





Why Not Let Professionals Do the Job? 


If the pressure behind the Kilday bill 
in Congress is diverted to the more 
sensible aim of surveying all coverages 
for servicemen and veterans and devis- 
ing a completely coordinated .system 
that will be a defensible substitute for 
the present hodge-podge, serious con- 
sideration should be given to a method 
that will make use of the extensive 
facilities and know-how of the life com- 
panies. 

It seems logical that the government 
should pursue the same course with the 
insurance that it wants its servicemen to 
have as it does with everything else 
it buys for them and for itself. 

There are some things, like the big- 
gest guns, that the government can bet- 
ter manufacture itself than to contract 
out to a private manufacturer. But 
when the Defense department needs 
automobiles, for example, it doesn’t set 
up its own factory and seek to develop 
a special automobile. It turns the job 
over to the experts in private industry. 
The government specifies what it wants. 
It may have to pay more or less than a 
civilian buyer would, depending upon 
the specifications. 

Washington is sufficiently impressed 
with the complexities of manufacturing 
an automobile so that it realizes it is 
a job for career experts. It should long 
ago have developed the same respect 
for the difficulties of running an insur- 
ance business but certainly since all the 
varied trials and tribulations of the 
veterans administration in operating Na- 
tional Service life insurance have been 
aired, it should be obvious even to the 
most obdurate bureaucrat that handling 
life insurance is a job for experts and 
had better be left to them. 

There would seem to be no valid 
reason why the government couldn’t buy 
the kind of insurance it needs from 
private companies. The main thing that 
it can’t buy on a guaranteed cost basis 
is the protection against combat deaths. 
But then, neither do NSLI premiums 
cover the war mortality hazard. That 
is taken care of by the general treasury, 
which is as it should be. 

The same arrangement should, of 
course, prevail if the government bought 
insurance from private companies. 

Essentially, the government would be 
buying service from the life companies 
rather than insuring a risk. When this 
service is available or could be made 
available through the life insurance com- 
panies, the government would obviously 
gain much if it could turn the job over 
to private enterprise in the same way 
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it does the job of building jeeps or 
jet planes. 

Admittedly, the handling of govern- 
ment insurance by private companies 
would involve many complications. It 
might even prove to have difficulties 
so insuperable that it should not be 
tried. But, on the other hand, there are 
so many possible advantages, for the 
government, for the servicemen, and, in 
the long run, for the public that the idea 
should not be discarded before every 
reasonable attempt is made to make it 
work. 

An obvious advantage from the pub- 
lic’s point of view is that it would get 
the matter of costs on a realistic and 
honest basis. There would be little 
chance for self-delusion. For example, 
the pending Kilday bill sets up a sys- 
tem of contributions which are put for- 
ward as being self-supporting for the 
projected benefits. However, experts 
say that the contributions are far from 
being adequate. Once the system was 
set up, of course, the public would be 
called upon to foot the bill and by that 
time there could be no backing out 
without accusations being made that the 
country was derelict in its duty to its 
defenders. 

The entire matter of benefits for serv- 
icemen and veterans is sadly in need of 
revamping. There are too many systems 
of benefits administered by too many 
agencies and with scant attempt at co- 
ordination. No one who has taken even 
a cursory look at the multifarious cov- 
erages, with their gaps and overlaps, 
would say that the present set-up, in its 
entirety, has any chance of providing 
equitable treatment for all who are sup- 
posed to come within its scope. Ob- 
viously, it could only be an accident if 
the benefits exhibited any degree of con- 
sistency from one system to the next, 
even assuming, which is fairly unlikely, 
that each system of benefits is consistent 
in its treatment of those within its pur- 
view. 

Admittedly, the entire subject of bene- 
fits for servicemen and veterans is a 


- ticklish one. Veterans’ associations and 


other groups interested in the service- 
men are well organized. In any event, 
nobody likes to be placed in the posi- 
tion of short-changing the men and 
women who have risked their lives—or 
in many cases who have given their 
lives—in the service of their country. 
Yet it is reasonable that the matter 
of benefits for servicemen, veterans, 
and their dependents be examined in- 
telligently. The problem can be ap- 
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proached sympathetically and a wish to 
provide a soundly organized system 
that will substitute for the present 
jumble needn’t preclude a solution that 
will reflect credit on the hearts as well 


as the heads of those who handle the 
job, those who decide on the solutigy 
and those who by their votes endorg 
the action that may be taken along 








PERSONALS 


Jesse W. Randall, president of Trav- 
elers, has been elected president of 
Greater Hartford Council of Churches. 
He served as vice-president last year. 

Ervin C. Woller of the Alfred Korbel 
agency of Central Life of Iowa at Mil- 
waukee led that company with $2,361,000 
on 270 lives in 1951. 

Edward O. Stanley, who retired re- 
cently as counsel and vice-president of 
Mutual Benefit Life, is departing for 
Europe on March 12 on the Constitution 
for a several months’ tour. He will go 
to Naples, spend several months in 
Sicily, Rome, Florence and Switzerland 
and return about the middle of June. 

George B. Gose, vice-president and 
counsel of Pacific Mutual, has been 
named by the Los Angeles Chamber of 
Commerce as chairman of its life insur- 
ance committee. He is a member of 
the board of the chamber. 

Dan W. Flickinger, general agent for 
John Hancock at Indianapolis, has just 
completed serving a term as president 
of the Indianapolis Better Business Bu- 
reau. 

Paul F, Clark, president of John Han- 
cock Mutual, has become an honorary 
sponsor of the Brewster Academy 
building and development program at 
Center Ossipee, N. H. 

Associates of Charles E. Bent, Trav- 
elers agent at Los Angeles, tendered 
him a luncheon in honor of his 45th 
year with Travelers there. Mr. Bent 
is former president of the Los Angeles 
association and the writer of “The Life 
Underwriter’s Creed,” which was 
adopted in 1925 by National Assn. of 
Life Underwriters. Mr. Bent was also 
author of prize essay award in an 
N.A.L.U. contest in 1908. This essay, 
entitled “Guideposts to an Enduring 
Clientele,” has been adopted as a text 
by Travelers in its home office training 
school. 

It was his long friendship with Albert 
E. Jensen, general agent for Penn Mu- 
tual Life at Burlington, Vt., that made 
United States Senator Karl E. Mundt 
of South Dakota journey to Burlington 
to be speaker at the Lincoln Day din- 
ner there. Senator Mundt is a former 
agent for Penn Mutual at Madison, 
S. D. His district manager, operating 
out of Sioux Falls at that time, was 
Mr. Jensen. 

John §S. Kerns, general agent for 
Northwestern Mutual Life at Salt Lake 
City, has been elected president of Serra 
International, a Catholic lay council. 

Lt. Comdr. Eugene V. Boisaubin 
of St. Louis has been named director 
of naval personnel distribution for the 
13th naval district with headquarters at 
Seattle. He was with Travelers at St. 
Louis before being called back to active 
duty in the navy. 

Joseph H. Collins, general counsel of 
Metropolitan Life, has joined the 1952 
fund raising effort of Legal Aid Society 
as chairman of the life insurance divi- 
sion. 
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DEATHS 


a 

ROBERT C. SEARLE, 47, Manager 
at Columbus of 
Great-West Life, 
died suddenly at 
his home there. He 
entered insurance 
with Home Life of 
New York and 
joined Great-West 
in 1941 as manager 
at Kansas City. In 
1945, he was ap- 
pointed assist- 
ant superintendent 
of agencies at the 
home office and one 
year later went to — 
Columbus as man- 
ager. 

PHINEAS L. WEBBER, 82, who re. 
tired in 1942 after 25 years as an at 
torney for Travelers at New York City 
died at his home at Tuckahoe, N. Y, ” 


LAWRENCE W. BROWN, 54, dis- 
trict manager of Reliance Life at Wash- 
ington, D. C., died while preparing a 
policy for a prospect. He started with 
Provident Mutual Life at Baltimore 33 
years ago and became Reliance district 
manager at Washington in 1950. 


JEAN P. CHAPMAN, 46, general 
agent of Equitable Life of Iowa at Eau 
Claire, Wisi, died suddenly of a heart 
attack. He started with New York Life 
in 1933, after teaching school, and be- 
came general agent for Equitable in 
1948. He was a past president of the 
Chippewa Valley Life Underwriters 
Assn. and was active in the Wisconsin 
association. 


GEORGE C. MEIERYURGEN, 11, 
retired life insurance executive, died 
at his home at Omaha. He had been 
in the insurance business since 1906 
and was active in the organization of 
the old Commonwealth Life. 


WILLIAM E. WULK, 64, Marion, 
Wis., district agent for Old Line Life 
of Milwaukee, died at a hospital at Clin- 
tonville, Wis., of cancer. He entered 
life insurance after 10 years as a teacher. 


SIDNEY J. HERZBERG, 71, who 
had been with Prudential at Milwaukee 
since 1909 and retired in 1950 as ordi- 
nary manager, died unexpectedly in his 
office of a heart attack. He went to 
Milwaukee when his father, the late 
Joseph Herzberg, became Prudential’s 
Wisconsin state manager. At the age of 
17, Sidney started selling industrial in- 
surance, then went into newspaper cir- 
culation work and joined his father in 
1909. He soon was made a partner and 
became state manager, taking over the 
agency at his father’s death. With his 
retirement as manager in 1950, he opened 
an office adjoining the Prudential agency 
ordinary office of which John J. Frey 
is now Milwaukee ordinary manager. 
His son, Willis, formerly an assistant 
manager, is now Des Moines general 
agent of Ohio National Life. 
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Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres. & Secretary. 
John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager, 
BOSTON 11, MASS.—210 Lineoln St., Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E, Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEX 708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis. 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 
MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. ¥.—99 John Street, Room 
1163, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager; 
Donald J. Reap, Eastern News Editor. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Jack Verde Stroup, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. Exbrook 2-3054. F. W. Bland, 
Coast Manager. 
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Mutual Fund Sales Increase 


Mutual funds expect 1952 sales to 
total about $800 million compared with 
1931 sales of about $675 million and 
1930 aggregate sales of $518 million. — 

One of the newer developments in 
the field is that used by Socony Vacuum 
Oil Co., with a similar program soon 
to be voted upon by stockholders of 
Texas Oil Co., by which employes may 
invest a certain percentage of their sal- 
ary in company stock, government 
ponds or mutual funds. About a dozen 
major companies in the country are 
studying the Socony plan with the view 
to either adopting it in full or in part 
to fit into existing savings plans. 

This development may confront life 
agents with a sales obstacle of group 
jnvestments in mutual funds besides the 
competition of group life and pension 
plans, which, no matter what anyone 
says and no matter what figures show, 
agents still believe hurt sales of ordi- 


nary. 








Little Retirement Counseling 


Although there is much talk in indus- 
try management groups about prepar- 
ing employes for retirement, relatively 
few companies have any formal or in- 
formal programs for indoctrinating their 
employes for the time when they will 
be drawing down their company pen- 
sion. 

A survey by Equitable Society: asked 
355 companies whether they had any 
such programs and the answers showed 
only 46 had one while 304 said they had 
no plan and 5 didn’t answer. About 60% 
of the companies had no compulsory 
retirement age limit in their pension 
plan which may have been a reason for 
not going in for pre-retirement counsel- 
ing. A little more than one-quarter of 
the companies had a compulsory retire- 
ment age for employes. 





Humanics in Recruiting 


Humanics is an essential part of an 
agency manager’s recruiting procedures 
and more general agents are coming 
around to realizing it. There are still 
some heartless recruiters around who 
put on a man, have him sell his friends 
and relatives and then when. he fails, 
drop him or let him carry on as a part 
timer with no drawing account. The 
rationalizing justification for this is that 
it helps get life insurance sold and the 
man probably benefits by the experi- 


ATIO. 
ence anyhow. The general agent isn’t 
hurt because he picks up his loss on the 
draw from renewal forfeitures. 

Humanics comes into the picture 
when a general agent honestly tells a 
man he doesn’t think he can succeed 
if the tests indicate that he can't. The 
ethical general agent discourages this 
man from entering the business even 
though he may need manpower. He has 
no moral right to gamble on the other 
man’s chances. The quality man sought 
these days is already employed, usually 
earning more money than he’ll get on 
his drawing account, and it is downright 
unfair to encourage him to leave that 
well paying job for another at which 
he may fail. More humanics in advance 
selection would cut down the turnover 
figures, build the reputation of the busi- 
ness, and let the general agent sleep 
soundly. 





Drama Behind the Sale 


The recent $50 million sale of the 
Empire State building in New York 
City, in which Prudential was involved 
as purchaser of the land, very nearly 
fell through, according to George A. 
Hammer, vice-president of the Charles 
S. Noyes Realty Co. of New York City. 
At one point, as the deal was nearing 
completion, one of the scheduled par- 
ticipants in the purchasing syndicate, 
who had verbally committed himself to 
provide $2,800,000, suddenly «withdrew. 
It looked as if the negotiations would 
fall through unless $2,800,000 of equity 
funds could be found within the next 
two. and one-half hours. Fortunately, 
however, the estate of the late John J. 
Raskob, which was selling the prop- 
erty, agreed to take an additional §2,- 
800,000 purchase money second mort- 
gage interest in the sale with the pro- 
viso that another taker would be found 
as soon as possible. 





Little Man Is Creditor 


There are those who say that during 
an inflation the rich grow richer and the 
little people are forced to borrow from 
them. This is certainly not the case in 
the United States when you consider 
that the principal creditors today are the 
representatives of the little people, the 
insurance companies, the banks, and 
other institutions which represent the 
cumulative savings of little people. Big 
business and big government are_ bor- 
rowing from the little man. Who is the 
debtor here? 





Convention Dates 





March 17-19, Small companies spring 
conference o L.LA. 2 Edgewater 
Beach Hotel, Chicago. 

March 17-18, general agents and man- 
agers conference of N.A.L.U., Chicago. 

March 17-20, midyear meeting of Na- 
tional Assn. of Life Underwriters, Chi- 
cago. 

March 20-22, N.A.I.C. Zone 5, Baker ho- 
tel, Dallas. 

March 27-28, Life Insurance Adver- 
tisers Assn., Eastern Round Table, St. 
Moritz hotel, New York City. 

March 31-April 1, N.A.I.C. Zone 2, Ho- 
tel Roanoke, Roanoke, Va. 

March 31-April 3, N.A.I.C. blanks com- 
mittee, Hotel Commodore, New York. 

April 7-8, L.I.A.M.A. A. and H. spring 
conference, Drake hotel, Chicago. 

April 17-18, Life Insurance Advertisers 
Assn., North Central Round Table, Park 
Plaza hotel, St. Louis. 

April 21-23, Home Office Life Under- 
writers Assn., New York City. 

April 23-25, Life Insurers Conference, 
—— Gulf hotel, Edgewater Park, 
Miss. 

April 24-25, N.A.I.C. Zone 3, Long Beach 
Resort, Panama City, Fla. 

April 27-29, Southern Round Table of 
Life Insurance Advertisers Assn., Jung 
hotel, New Orleans. 

L.I.A.M.A. large companies 
Westchester Country Club, 


May 5-7. 
conference, 
Rye, N. Y 

May 19-20, Insurance conference Amer- 
ican Management Assn., Hotel Statler, 
New York City. 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 

May 26-27, Life Office Management 
Assn. conference, Broadmoor hotel, Colo- 
rado Springs, Col. 

June 4, Fraternal Actuarial 
Edgewater Beach Hotel, Chicago. 

June 13-17, Million Dollar Round Table, 
annual, Mt. Washington hotel, Bretton 
Woods, N. H. 

June 16-19, International Assn. of A. & 
H. Underwriters, annual, Asbury Park, 


aN. 


June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. 

Sept. 8-12, National Assn. of Life Un- 
— annual convention, Atlantic 

ty. 

Sept. 21-23, Life Office Management 
Assn. conference, Netherland-Plaza ho- 
tel, Cincinnati. 

Sept. 29-Oct. 1, Bureau of Accident & 
Health Underwriters, annual, Grove Park 
Inn, Asheville, N. C. 

Sept. 22-24, Life Office Management 
Assn. conference, Chalfonte-Haddon Hall, 
Atlantic City, N. J. 

Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., annual, Mount Royal hotel, 
Montreal. 

Oct. 23-25, Midwest managers confer- 
ence, sponsored by Indianapolis General 
Agents & Managers Assn., French Lick 
Springs hotel, French Lick, Ind. 

1953 
Life Office Management 
New Ocean House, 


Assn., 


May 25-26, 
Assn. conference, 


Swampscott, Mass. 


Illinois Reserve Ruling 


The Illinois department has issued a 
ruling for assessment legal reserve life 
companies making optional their use of 
the security valuation reserve prescribed 
for legal reserve life companies and 
fraternals. 

Because at the time this reserve was 
prescribed by National Assn. of Insur- 
ance Commissioners it was not made 
clear that it would be required of as- 
sessment companies, the department 
will leave it to their option in filing 1951 
statement blanks. For 1952 blanks the 
reserve will be required in accordance 
with N.A.I.C. regulations in effect at 
that time. 


Nine Indiana Associations 
Pledged to Jones Bandwagon 


The candidacy of Claude Jones, gen- 
eral agent for Connecticut Mutual Life 
at Indianapolis for trustee of the Nation- 
Assn. of Life Underwriters has been 
endorsed by nine local Indiana associa- 
tions in addition to Indianapolis. 

The added support comes from Calu- 
met, Evansville, Logansport, Terre 
Haute, South Bend, Bloomington, An- 
derson, Lafayette, and Richmond. 

Mr. Jones is currently national com- 
mitteeman from Indianapolis. He is 
past president of the Indiana and Indian- 
apolis associations. 








Peter Russin, formerly of Steuben- 
ville, O., has been named manager at 
Columbus for Equitable of Washington, 
D. C. He succeeds Michael J. Cullivan 
who is retiring after 24 years with the 
company. 





Just Address Mail to 
‘Grant Taggart, Wyoming’ 


The name of Grant Taggart, 
California-Western States star, is 
apparently well-known to the 
postoffice as it is in the life in- 
surance business. 

Oren Pritchard, manager Union 
Central, Indianapolis, recently had 
occasion to write a letter to the 
former N.A.L.U. president. It had 
been mailed before he discovered 
from the carbon that his secretary 
had left off Grant’s town, Cowley. 
She had addressed the envelope 
merely, “Grant L. Taggart, Wyo- 
ming.” 

Mr. Pritchard immediately dis- 
patched a duplicate of the letter, 
properly addressed. In replying, 
Grant reported that both letters 
reached him exactly the same day! 
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Dudley Now Head of 
Life & Casualty, 
Russell Advanced 


Guilford Dudley, Jr., has been elected 
president of Life & Casualty succeed- 
ing Paul Mountcastle who becomes 





Guilford Dudley Emmett Russell 


chairman. Emmett Russell, Jr., has been 
advanced from assistant vice-president 
to vice-president. 

Mr. Dudley has been executive vice- 


president for about a year. He started 
with the company in 1930 as a district 
agent at Nashville and in his first year 
produced considerably more than $1 
million of ordinary business, a company 
record. He then served as special agent, 
district supervisor, home office repre- 
sentative, field supervisor and acting 
manager at both St. Louis and Mem- 


Mr. Mountcastle for many years has 
been prominent in Tennessee banking 
circles. He has served as a director 
of Life & Casualty since 1939 and was 
made president in 1950. 

Mr. Russell joined the company in 
1929 as manager of the policyholders’ 
service department. Later he served as 
advertising manager and was elected 
secretary and manager of the ordinary 
underwriting department in 1944. He 
was the founder and: first president of 
Institute of Home Office Underwriters 


phis before being promoted to assistant 
vice-president and manager of the 
ordinary department. He was made a 
vice-president in 1937 and elected to the 
board in 1946. 


and also has been active in Life Ad- 
vertisers Assn. affairs. 

In other changes, the company ad- 
vanced Allen M. Steele and Thomas 
H. Malone, III, from assistant counsel 
to associate general counsel, and Ken- 
neth Ward-Smith and Arnold Anderson 
from assistant actuaries to associate 
actuaries. 


Active in Associations 


A former director of L.I.A.M.A., he 
has served as chairman of its finance 
and combination companies committees, 
and in addition has been active on sev- 
eral other committees. He also has 
served as chairman of the combination 
companies section of American Life 
Convention and presently is active with 
Life Insurers Conference. He graduated 
at Vanderbilt university and also com- 
pleted the L.I.A.M.A. agency manage- 


John Hancock 
Elects Four 2nd 
Vice-presidents 


ment course. He is a naval veteran. se ay 
Mr. Dudley is the son of Guilford _ Victor A. Lutnickii Homer A. 
Dudley, Sr., one of the founders of Life Severne, Carl R. Hauers and J. W. 


O’Connor have been elected second vice- 
presidents of John Hancock Mutual. 


& Casualty. 

















It Seems to Us... 


One of the most important habits any insurance 
man can cultivate — so it seems to us — is the 
practice of looking on every family unit he deals 





wisely and well in the construction of a well- 
balanced protection program. 
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NORTH AMERICAN 


Life and Gasualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 


Mr. Lutnicki has been associate coun- 





Vv. A. Lutnicki H. A. Severne 


with as a business unit. 
sel for the company since 1946. Pre- 
viously he served as assistant counsel 
for American Life Convention. A native 
of Chicago, he graduated from North- 
western University in 1939 and is a navy 
veteran of the last war. 


Running a family is still the 
most important business on 
earth — and often the most 
difficult from the money 
management standpoint. 


As we look at it, only by 
cultivating such a concept 
can we in the insurance 
business achieve the proper 
perspective to counsel 





J. W. O’Connor 


Cc. R. Hauers 

Mr. Severne, who has been assistant 
treasurer since 1945, has been with the 
company throughout his business career 
of 29 years. 

Mr. Hauers was appointed an assist- 
ant treasurer in 1948. A graduate of 
Harvard in 1923, he began his career 
as a financial reporter and then entered 
the investment business. At the time he 
joined John Hancock he was vice-presi- 
dent and director of Van Strum & 
Towne, investment counsel at ‘New York 
City. He is a first world war veteran. 

Mr. O’Connor is a graduate of Bos- 
ton College and Harvard Business 
School. He entered the company’s serv- 
ice in 1937 and advanced through vari- 
ous executive assignments. In 1947 he 
was elected assistant secretary. For the 
past year he has been manager of the 
industrial policy department. He is a 
navy veteran of the last war. 


Hanify Elected to Board 


Edward B. Hanify, Boston attorney 
with Ropes, Gray, Best, Coolidge & 
Rugg, has been elected a member of the 














board of John Hancock Mutual. 





Provident L. & A. Advances 
Four on Home Office Stat 


Edward L. Mitchell, formerly Assist. 
ant vice-president of the group depart 
ment of Provident Life & Accident, hy 
been promoted to agency Vice-presiden 
group department; Brooks Chandler haj 
been advanced from secretary and ¢hj 
underwriter to assistant Vice-presiden, 
and secretary of that department. ; 

R. D. Albright, formerly assistant ap. 
tuary, was promoted to associate acty 
ary; ‘H. C. Hanlin, Jr., formerly actuarial 
assistant, becomes assistant actuary, |; 
Albright is a fellow of Society of Acty, 
aries and Mr. Hanlin is an associate. 

Mr. Mitchell joined Provident in 193, 
as a group representative in Wester 
Arkansas. He later represented the de 
partment at New Orleans and Greeng 
ville, S. C., returning to the home Office 
in 1937 as agency secretary. He was 
named supervisor of solicitation fo 
the group department in 1938, agency 
assistant in 1942, assistant to the vic. 
president in 1946 and assistant vice. 
president in 1949. 

Mr. Chandler joined the company jg 
1937 in the home office life agency, He 
was one of its top producers for foy 
years, transferring to the group depart 
ment in 1941 as assistant to the chi 
underwriter. He was promoted to chief 
underwriter in 1942, and was advanced 
to secretary and chief underwriter of 
the group department in 1948. 

Mr. Albright joined Provident in 1949 
following several years of actuarial work 
with an eastern company. He was gradu. 
ated from William Jewell College, and 
received his M. A. and Ph. D. at Brown 
University. Mr. Hanlin majored in ac. 
tuarial science at University of Michi 
gan, graduating in 1948 and _ joining 
Provident later that year. 


No. American L. & C. Names 
Hunter Canadian Director 


North American L, & C. has named 
Herbert Hunter, superintendent of in- 
surance for Manitoba, executive direc: 
tor of Canadian operations at Winnipeg. 
The company entered Canada in 194 
and is now licensed in all provinces 
except New Brunswick. 


Eagle to Head Aetna Schools 


Carl W. Eagle has been named super- 
visor of life insurance schools for Aetna 
Life. He has served as agency assistant 
since 1947 and previously was editor of 
“The Life Aetna-izer,” the company’ 
monthly magazine. In recent years he 
has traveled, conducting seminars as 4 
part of the field training program. 

A former instructor for C.L.U. classes 
at Hartford college of insurance, Mr. 
Eagle is a graduate of the C.L.U. In 











WEST COAST | 
nctatcpldieaas 


i 


G 





SPOKANE, WASH, 
Population: 160,484 
Gain 31% — 10 yrs 


The center of a great 
reclamation area, this 
bustling city has every- 
thing for happiness and 
prosperity. Good open- 
ings for growing men 3 
YY with a growing company ~ 
—West Coast Life. ‘ 


West Gast Lf 


INSURANCE COMPANY 


WY) 


Y 














SAN FRANCISC 


— 








February 
=—— 
titute 0° 
LLA.M.4 
years witl 
joined the 
where he 
before con 


Standa 
Stalnal 


Standar 
=P. 





H 


w. P. St 


president 
Mr. N1 
started v 
actuarial | 
been assi: 
elected. F 
Actuaries 
Mr. A 
actuarial 
return fri 
uated fre 
elected a 
1950. 


MacKi: 


A. W. 
tendent © 
Island, |! 
counsel | 
tawa. H 
ance sup 


Hanco: 


Gordon 
vestment 
sistant tr 
pany in 
with Pro 
uate of ( 
business 
of the las 


United 


Robert 
United L 
vice-presi 
ward Ru 
departme 
dent and 


Names 


Nation 
appointec 
manager. 
company 
policyhol 
has_ beer 
supervisic 
undertake 
plete per. 
Bankers. 


New C 


Don F 
vertising 
ment of 
His dutie 
company 
lations a 

For 15 
public re 
Junior ( 
graduate: 
at the U 
nia and ; 
sin and ] 


Pomer 
law firm 
Cole, has 
Connecti 
act on th 


ae 





y 15, 195 

—=> 

ices 
Stat 


ly ASSist. 
D depart. 
dent, ha 
Presiden 
ndler hag 
and chi 
Presiden} 
nt. ‘ 


stant ar. 
ate acty. 
actuarial 


Nt vice. 


ipany in § 
ney, He | 
for four 

depart. 
he chief 
to chief 
dvanced 
riter of 


tor 


named 
of in- 
direc: 
nnipeg, 
n 1947 
Dvinces 











February 15, 1952 


LIFE INSURANCE EDITION 


13 








stitute on estate planning and the 
LILA.M.A. school. He will complete 25 
years with Aetna Life this year, having 
joined the company in 1927 at Denver, 
where he rose to assistant general agent 
before coming to the home office in 1945. 





Standard of Ore. Advances 
Stalnaker, Niles, Arnold 


Standard of Oregon has_ promoted 
w. P. Stalnaker, vice-president and 
treasurer, to first 
vice-president and 
treasurer. Ralph H. 
Niles, assistant 
actuary, has been 
advanced to asso- 
ciate actuary, and 
E. Allen Arnold 
has been named as- 
sistant actuary. 

Mr. Stalnak- 
er joined the com- 
pany in 1917. He 
became treasurer in 
1930 and a director 
in 1934. Since 1936 
he has been vice- 

ident and treasurer. 
on Niles, a Reed college graduate, 
started with Standard in 1937 in the 
actuarial department and since 1948 has 
been assistant actuary. In 1951 he was 
elected a fellow of the Society of 
Actuaries. ; 

Mr. Arnold entered the company’s 
actuarial department in 1946 following 
return from military service. He grad- 
uated from Harvard in 1945 and was 
elected an associate of the society in 


1950. 


MacKinnon to Metropolitan 


A. W. MacKinnon, former superin- 
tendent of insurance for Prince Edward 
Island, has been appointed Canadian 
counsel for Metropolitan Life at Ot- 
tawa. He has been succeeded as insur- 
ance superintendent by P. S. Fielding. 


Hancock Raises G. B. Jones 


Gordon B. Jones, John Hancock in- 
vestment analyst, has been named as- 
sistant treasurer. He joined the com- 
pany in 1948, previously having been 
with Provident Mutual. He is a grad- 
uate of Colby College and of Harvard 
business school, and is a navy veteran 
of the last war. 


United L. & A. Promotions 


Robert D. Fletcher, treasurer of 
United Life & Accident, has been elected 
vice-president and treasurer. F. Ed- 
ward Rushlow, manager of the claim 
department, was appointed vice-presi- 
dent and claims manager. 





Ww. P. Stalnaker 














Names Personnel Manager 


National Bankers Life of Dallas has 
appointed Virginia Lutes personnel 
manager. Mrs. Lutes has been with the 
company since 1949 as director of the 
policyholders’ service department. She 
has been in insurance and employe 
supervision work for 10 years and has 
undertaken the organization of a com- 
plete personnel department for National 
Bankers. 


New Occidental P.R. Man 


Don F. Sorensen has joined the ad- 
vertising and public relations depart- 
ment of Occidental Life of California. 
His duties will include coordinating the 
company’s news bureau and public re- 
ations activities. 

For 15 months he has been director of 
public relations for the Los Angeles 
Junior Chamber of Commerce. He 
graduated from the school of journalism 
at the University of Southern Califor- 
Ma and attended University of Wiscon- 
sin and Los Angeles City College. 








Pomeroy Day, partner in the Hartford 
aw firm of Robinson, Robinson and 
Cole, has been nominated a director of 
Connecticut General. Stockholders will 
act on the nomination at their meeting. 


Bi 


A.L.C. Appoints Twelve to 
Investment Seminar Board 


American Life Convention has ap- 
pointed the following members to the 
board of regents for the life officers 
investment seminar: 

Julian D. Anthony, president Colum- 
bian National Life; Willard N. Boyden, 
vice-president Continental Assurance; 
George K. Cavenaugh, vice-president 
and treasurer, Jefferson Standard Life; 
George T. Conklin, Jr., 2nd vice-presi- 
dent Guardian Life; Garfield V. Cox, 
University of Chicago; Victor B. Ger- 
ard, treasurer and manager of bonds, 
Commonwealth Life. 

W. S. Henrion, treasurer Woodmen 
Central Life; Robert L. Hogg, execu- 
tive vice-president A.L.C.; Marshall D. 
Ketchum, University of Chicago; H. W. 


Manning, vice-president and managing 
director Great-West Life; T. A. Sick, 
president Security Mutual Life, and 
Frazar B. Wilde, president Connecticut 
General Life. 





Davis Takes Over in Miss. 


Walter D. Davis was sworn in before 
a joint session of the Mississippi legis- 
lature as insurance commissioner, when 
the new Mississippi administration took 
over. 


Cover Speaks at South Bend 


Clyde J. Cover, assistant general 
counsel of Lincoln National Life, spoke 
before the South Bend (Ind.) Estate 
Planning Council on estate planning and 
life insurance. 


Retail Credit Appointment 


Retail Credit Co. has promoted J. P. 
McDowell, central division manager at 
Cincinnati, to resident vice-president 
there. Mr. McDowell joined the com- 
pany at Atlanta in 1922, and became 
manager at Chicago 10 years later. In 
1940, he returned to Atlanta as man- 
ager of the standards department. He 
was appointed assistant vice-president in 
1945, and the following year, became 
division manager for the south. He was 
named to the central division in 1949. 





Chicago Division’s Record 


The Chicago division of Franklin Life 
under F. J. Budinger, manager, pro- 
duced $1,550,825 in January on 338 lives. 
The division finished third in 1951 with 
a 40% increase over 1950. Paid business 
is now in excess of $10 million. 
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RESOURCES 
COME Scxccveceniteccececedecacaccccea $2,098,959.79 uasiummnes New Paid Business was $158,082,776 - 
Bonds: the largest ever - and 10% greater than 
U.S. Government... ..cecceecesecseees 10,211,693.00 Policyholders’ Legal Reserves.........4.. $114,421,743.04 in 1950. 
States, Municipalities, ete. , 
oo 17,373,767.00 Policyholders’ Dividends. .......++seeeeeeees 8,771,410.73 { Insurance-in-Force - now approaching 
| Public Utilities... .scececcccerccceeeceecs 22,581,412.00 Advance Deposits of Premiums or , One Billion Dollars - reached $829,881, 
GIR ov ccscc cdecessacdccceduccevas 3,049,909.00 Wheres? ..ccccccccccccccccccccccccces. ce 4,317,741.04 905 as of December 3st. 
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eee Cl EERE CECE EPEC EE EEEE CELE 655,000.00 The Gain in Insurance-in-Force during 
rey Insured Mortgoges......cesseeees 49,023,414.24 For Unreported Claims.....+-ssseeeeereees 231,000.00 1951 was $108,046,259 - an increase 20% 
Other Mortgages.......sscceseeeeseeeee 19,075,313.09 Other Liabilities..:.......ceecseceeceseees 1,403,873.16 greater than in 1950. 
) Real Estate Sales Contracts.....scescesseeeeees 17,419.07 General Contingency Reserves.....eee cesses 1,000,000.00 Assets increased during 1951 almost 10% 
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: Above oll Reserves ond bilities 
) loons to Policyholders......csescsesscsceees 7,378,228.22 a ae Ne. Surplus for protection of Policyholders 
f interest, Net Premiums ond Other increased $804,586 almost 12%, to $7, 
WAG. 000: crdeqesercncccncscdqaceccee 4,786,606.25 
665,190. 
WOU C02 fes de Secadaes $138,465,957.66 
Total paid Policyholders since organi- 
an ainda 9 zation almost $130,000,000. 
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NEWS OF LIFE 


Speaking on “Prestige Building,” Ray 
W. Ruffner, Milwaukee, regional super- 
visor for Prudential, emphasized that 


ASSOCIATIONS 





Hold N. E. Wisconsin Sales 
Congress at Green Bay 


Northeastern Wisconsin Assn. of Life 
Underwriters sponsored a one-day sales 
congress at Green Bay, with members 
of the Fox River Valley, Manitowoc and 
Upper Wisconsin-Northern Michigan 
associations participating. Ray Paque, 


‘ . prestige is the easy way to sales, to 
Prudential, was general chairman. __ success and higher income. A person 
Charles W. Tomlinson, Bankers Life, has as much prestige as he has earned, 
Madison, state president, presided. As- and he should let people know what he 
sisting him _were Eugene C. Ebersol, has accomplished. “Don’t let obstacles 
Lincoln National, Milwaukee, state ad- scare you,” Mr. Ruffner advised. 
ministrative vice-president and president Citing actual cases, A. Jack Nuss- 
of the Milwaukee association, and Ed- paum, Massachusetts Mutual, N.A.L.U. 
ward C. Schroeder, New York Life, trustee and immediate past president of 
Appleton, state vice-president and chair- the Wisconsin association, answered the 
man of the state caravan committee. question, “Is Life Insurance a Good In- 
vestment Today?” He demonstrated that 





BUSINESS 
REVIVED. AM 





1951= ANOTHER YEAR OF 
PROGRESS! 





Copy of complete Statement mailed on request. 


it is the best investment for the man 
of modest means as well as for the man 
of wealth. 
Life Insurance Means Peace of Mind 
Circuit Judge Arnold Murphy of Mar- 
inette drew on his vast experience in 
judicial work to endorse life insurance 
as a means of securing peace of mind. 
Legal advantages of life insurance un- 
der both state and federal laws were 
cited by Theo. Otjen, assistant secretary 
of Northwestern Mutual Life, speaking 
on “A Lawyer Favors Life Insurance.” 
An effective yet simple presentation 
which he has developed was presented 
by Paul Chelgren, educational director 
of North American Life & Casualty, 
speaking on “For You in 1952.” 
Closing the feature was a question and 
answer session on advanced underwrit- 
ing conducted by George J. Laikin, Mil- 
waukee tax attorney and counsel for 
the Wisconsin and Milwaukee associa- 
tions. Mr. Laikin took up income tax 
savings, estate and inheritance taxes, 
gifts and trusts. 





Big Turnout Hears Jaqua 
at Joint Cincinnati Meeting 


CINCINNATI — There are three ob- 
ligations which a leader has by virtue of 
his leadership, A. R. Jaqua, director of 
the Southern Methodist course, told 
agents and managers at a combined 
meeting of Cincinnati Life Underwriters 
Assn. and Cincinnati General Agents & 
Managers Assn. His three obligations 
are to society, to life insurance and to 
himself. 

He is obligated to society to see that 
individual freedoms are preserved, to 
life insurance because it places the sav- 
ings of individuals where enough wealth 
can be provided to finance the economy, 
and to himself he has a professional ob- 
ligation to endow the home of the citizen 
with safety and security. 

A record turnout of 313 heard Mr. 
Jaqua on his return to Cincinnati where 
he was with The National Underwriter 








Harry W. Frazee, Branch Manager, Akron — Five East Buchtel Ave. 

F. W. Simpson, Branch Manager, Detroit — 1766 Penobscot Bidg. 

C. B. Dibble, Branch Manager, Lansing — 800 Olds Tower Bldg. 

J. R. King, Branch Manager, Pittsburgh — 808-9 Park Bldg. 

C. F. Teller, Manager of Brokerage, Philadelphia — 1411 Walnut St. 

Robert G. Jones, CLU, Branch Manager, Seattle — 3324 White-Henry-Stuart Bldg. 


Co. from 1928 to 1945. Introducing the 
speaker was Thomas S. Muir, Guardian 
Life manager and president of Cincin- 
nati C.L.U. 


No. Ohio Sales Congress 
Planned for Feb. 21 




















Northern Ohio sales congress slated 
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The ILLINOIS MUTUAL CASUALTY COMPANY, 
home office — Peoria, Illinois, has the tools with 
which you may build the best Accident—Sickness— 
Hospital—Medical—Surgical and Polio insurance 
business in your community. Over 40 years’ experience 
in insurance confined exclusively to this field. 
Desirable agency openings in Illinois, Indiana, Michigan, 
Minnesota, Missouri, Ohio and Wisconsin. 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 


C. C..INMAN b 
Executive Vice President * 


for Feb. 21 at Cleveland has scheduled 
four well known life men as speakers. 
Wilbur W. Hartshorn, superintendent of 
agencies of Metropolitan Life, will speak 
on “The Simple Art of Prospecting.” 
David B. Fluegelman, Northwestern 
Mutual, New York City, vice-president 
of National Assn. of Life Underwriters, 
will give “My Philosophy in Selling.” 

High spot on the program will be a 
talk on “Selling Is Service” by B. N. 
Woodson, managing director of the Na- 
tional association. Final speaker will be 
Robert R. Girk, lecturer in the Purdue 
course, on “Pivot Points in Business 
Insurance Selling.” 














Wisconsin Leaders Meet 


Speakers at a one-day quarterly meet- 
ing of Wisconsin Life Insurance Lead- 
ers Round Table at Milwaukee were 
Paul W. Cook, Mutual Benefit Life, Chi- 
cago, on “The Sun Never Sets on Business 
Life Insurance,” and William B. Mine- 
han, secretary of Northwestern Mutual, 
oo Impact of New Federal Tax 

aws.” 





Plan Arizona Sales Congreg 
for March 28 at Phoenix 


Plans for the Arizona sales congres 
were discussed at the monthly meetj 
of the Arizona Assn. of Life Under. 
writers by Leonard Morgan, Nationgy 
Life of Vermont, vice-president of the 
state association. The congress 
been scheduled for March 28 at Phoenix 

Guest speaker was Merton E. Saylg 
training supervisor of New  Englanj 
Mutual, on “A New Englander Looky 
at Prospecting.” He spoke particularly 
to the new agent, and emphasized th 
importance of developing methods of 
increasing the prospect list. 

Members present expressed them. 
selves in favor of the proposal of Wij. 
liam R. Pyper, public information com. 
mittee chairman, that the program of 
classroom instruction in life insurance 
by association members be extended to 
include other high schools in the Phoe. 
nix area. Classes held last year in one 
high school received much favorable 
comment. 





Texas, San Antonio Groups 
Plan Busy June 26-28 Meet 


The annual meeting of Texas Assn, 
of Life Underwriters will be held at 
San Antonio, June 26-28. It will co. 
incide with observation of the 25th an. 
niversary by San Antonio association, 
There will be a meeting of the leaders 
round table of Texas, the general agents’ 
and managers’ section, a C.L.U. lunch- 
eon, a panel for A. & .H. salesmen, gen- 
eral business session and meetings with 
companies the day before the conven- 
tion. 





Slate Kansas Sales Congress 


Kansas State Assn. of Life Under- 
writers has scheduled its annual meet- 
ing and sales congress for May 9-10 at 
the Broadway Hotel, Wichita. Chair- 
man of the event is L. D. Carter, Na- 
tional L. & A. manager at Wichita. 





Fall River, Mass.—Solomon Huber, 
general agent for Mutual Benefit Life 
at New York City, addressed the Feb- 
ruary meeting. 

Miami—Charles E. Cleeton, president 
of N.A.L.U., spoke at the monthly lunch- 
eon meeting. He emphasized the impor- 
tance of vigilance at state and federal 
levels. 

Washington—At the Feb. 28 luncheon, 
six nominees will be chosen for election 
of three members to the board. Scheduled 
speaker is H. Bruce Palmer, vice-presi- 
dent Mutual Benefit. 

Eau Claire, Wis.—Roy O’Brien, under- 
writing secretary of Minnesota Mutual, 
discussed the writing of substandard 
risks at the February luncheon meeting 
of the Chippewa Valley association. He 
reviewed developments that permit many 
persons previously uninsurable to ob- 
tain life insurance and that enable the 
agent to set up a regular planned pro- 
gram of protection for such individuals. 

Richmond, Wa.—Insurance takes the 
“ifs” out of life, Rufus White, vice-presi- 
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gent of Pilot Life, said in his talk on 
ewhy People Buy Life Insurance.” He 
asserted that “nobody wants to buy life 
jnsurance,” but there are 80 million pol- 
jcies in effect in this country. 

The association has launched a cam- 
paign to support the blood donation pro- 
gram. Dr. Benjamin W. Rawles, Jr., 
chairman of the Red Cross program, 
spoke Feb. 8. 

wichita—Fred M. Kimball, general 
sales manager of Kansas Gas & Electric 
Co., spoke Feb. 14 on “Three Billion Dol- 
Jar Opportunity.” A five-man nominating 
committee was named. 

Pontiac, Mich.— Martin J. Beckers, 
manager at Flint of Equitable Society, 
Million Dollar Round Table member 
who is president of the Michigan and 
Flint Managers Assns., explained some 
of his successful production methods. 

Pittsburgh—William B. Hoyer, gen- 
eral agent for John Hancock Mutual at 
Columbus, will speak on “The Magic 
Circle,” at the February meeting. 

Louisville—Alden C. Palmer, vice- 
president of Insurance Research & Re- 
view Service, will speak on “Let’s Get 
Excited About Life Insurance.” 

Minneapolis—At the Feb. 18 meeting 
the guest speaker will be E. M. McCon- 
ney, president of Bankers of Iowa, who 
will speak on “Let’s Look at the Field 


SALES MEETS 


Penn Mutual Palm Springs 
Qualifiers Get Out in Sun 


Penn Mutual agents who qualified in 
a two months’ “Get Out and Get in the 
Sun” contest attended a meeting at 
Palm Springs, Cal. There were 17 
agents and three general agents attend- 
ing. Talks given by the three general 
agents were presented as “Formula for 
52” and were on methods, markets and 
morale. 

Present from the home office were D. 
Bobb Slattery, vice-president and super- 
intendent of agencies; Charles E. Rick- 
ards, vice-president and actuary; John 
M. Huebner, vice-president and super- 
visor of applications, and M. P. Gal- 
lagher, assistant to the vice-president. 

















Massachusetts Mutual Holds 
Four-Day Supervisors’ Meet 


Massachusetts Mutual Life supervis- 
ors from 13 agencies have completed a 
four-day company course on recruiting, 
training, and agency management at 
Highland Park, Il. 

Instructors for the course were Ken- 
neth W. Perry, director of agencies; 
Robert A. Ardison, director of field serv- 
ice; Lowell McPherson, director of field 
training, and Douglas N. Elliss and 
James ‘R. Martin, superintendents of 
agencies. 


Hold Republic Natl. School 


Fourteen field men of Republic National 
Life from five midwest states were in 
Dallas Feb. 11-15 to attend the com- 
pany’s school of instruction in the basic 
features of life insuran¢e. The classes 
were conducted by Lyman E. King, 
assistant vice-president and director of 
agency training, and Ralph C. Reinecke, 
assistant vice-president and associate 
director of agencies. 











Schultz Speaks at Boston 


Boston C.L.U. chapter held a special 
luncheon meeting Feb. 14 to hear Harry 
R. Schultz, with Mutual Life at 

1Cago, speak on “Business Is Good in 
Business Life Insurance.” Mr. Schultz 
18a member of the board of the Ameri- 
can Society and a life member of the 
Million Dollar Round Table. 

Luncheon guests included C.L.U. can- 
didates at Boston University college of 

usiness administration and agents en- 
rolled in the advanced course on busi- 
Ness life insurance and estate planning 


re by Boston Life Underwriters 


XUM 


ACCIDENT AND HEALTH 





Program for Conference 
Hospital-Medical Parley 


The first day’s program of the three- 
day H. & A. Underwriters Conference 
meeting at Chicago Feb. 18-20 will fea- 
ture discussions on individual hospital 
and medical insurance policies. The 
remaining two days will cover group in- 
surance as previously announced. 

= Schulze, Provident Life & Acci- 
dent, will lead off the Feb. 18 morning 
session with a discussion of oral sur- 
gery performed by dentists. Necessary 
exclusions in_ medical policies will be 
reviewed by Paul H. Schultz, National 
Masonic Provident, and a proposed in- 
dividual and family hospital admissions 
plan will be discussed by James 
Powell, vice-president Provident L. & A. 

W. C. Murphy, vice-president and 
secretary of American Hospital & 
Life, will discuss problems of over-age 
risks to begin the afternoon session. 
The public relations aspect of claim han- 
dling will be reviewed by R. J. Wetter- 
lund, president of Washington National. 

An open forum discussion on control- 
lable factors affecting loss ratios in hos- 


pital policies, led by Robert H. Rydman, 
assistant general counsel of the con- 
ference, will conclude the session. 

Howard LeClair, vice-president Mu- 
tual Benefit H. & A., chairman of the 
conference medical insurance committee, 
and Don R. Hodder, assistant secretary 
of Woodmen Accident, chairman hos- 
pital insurance committee, will be joint 
chairmen. 


Mueller Milwaukee Speaker 


Recent impressions of Europe were 

presented at the February meeting of 
A. & H. Underwriters of Milwaukee by 
E. H. Mueller, Milwaukee general agent 
of Pacific Mutual and Provident Life 
& Accident. 
_ Clifford C. ‘Raisbeck, Washington Na- 
tional, association president, announced 
that enrollments are being taken for a 
maximum class of 20 members to take 
the DISC course. 


To Boost D.B.L. Payments 


New York state senate has passed 
a bill increasing the maximum weekly 
payments under the disability benefits 
law from $26 to $30. 


Aldrich Springfield Head 


Arthur Aldrich was elected president 
of Springfield (Ill:) Assn. of A. & H. 
Underwriters at the annual meeting last 
week to succeed Harris. Both 
are with Mutual Benefit H. & A. 

Deems Maupin, Business Men’s Assur- 
ance, is the new vice-president, and 
Charles N. Whitworth, Mutual Benefit 
H. & A,., is the new secretary-treas- 
urer. 


Central States Raises 3 


Central States Health & Accident of 
Omaha has promoted John D. Mace, 
E. Dean Miller and William M. Kizer 
to vice-presidents. 

Mr. Mace, who has been with the 
company since 1946, is in charge of 
promotion and sale of credit insurance. 
Mr. Miller heads the commercial divi- 
sion, supervising hospitalization and 
commercial A. & H. Mr. Kizer has re- 
sponsibilities for general sales activities. 


Standard, Ore., Readies A. & H. — 


In his annual report, President Ray- 
mond Brown of Standard of Oregon 
signified the intention of his company 
to enter the A. & H. field. Present plans 
are to have the new policies available 
about the middle of the year. 














HOME OFFICE: 
NEWARK, N. J. 


Now, if Howard McBride should die, his plan would pay— 
e $2,000 in cash immediately, 
e An income of $200 a month until his sons are grown, 
e Then a smaller income to Mrs. McBride for life. 


This plan combines $10,000 of Modified Life 3 with a 20 year Family In- 
come rider. Robert Stern, The Prudential man who sold it, says, “... an 
ideal packaged sale for family men. Nothing makes your prospect feel bet- 
ter than getting a lot of security for a little money — and Prudential Family 
Income plans certainly give him that.” 


The above facts are based on an actual case, 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE: 
LOS ANGELES, CALIF. 


PRUDENTIAL SECURITY PLANS SELL 


BECAUSE 
THEY 
SERVE 


New Jersey college professor Howard 
McBride teaches engineering and 
does research on delicate aircraft in- 
struments. 
mind, he was impressed with the systematic way Prudential’s Family Income plan would pro- 
tect his family’s future—providing a regular income just when the McBrides would need it most. 


A man with a scientific 


CANADIAN HEAD OFFICE: 
TORONTO, ONT. 
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New Paid Business Sets Record 


Outstanding perfermance by Fidelity’s 
Field produced a record high $74,750,000 
new business in 1951. 


Payments to policyholders and beneficiaries 
were also the largest in the Company’s 
seventy-three year history. 


The 
FIDELITY MUTUAL 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





LIFE INSURANCE COMPANY 





GENERAL AGENCY NEWS 


— 
in volume for January. The Myer agency 
at New York City was second, and the 
Hay agency at San Francisco was third 





Erickson, Bobst, Bean Top 
Hancock in Ordinary Sales 


The Edwin R. Erickson agency at P ’ 
Buffalo led ali other John Hancock Aetna President's Trophy 
Awarded to 11 Agencies 


general agencies in total ordinary vol- 
Aetna Life has awarded President 


ume last year for the second successive 
year. This agency was followed by the 

Trophies for outstanding performance 
in 1951 to the following general agen. 


Boston agency, headed by Frank T. 

Bobst and Robert B. Pitcher, and the 

Ferrel M. Bean agency of Chicago. cies: 

Next in order were the Hoyer agency, G. V. Austin, Brooklyn; Campbell & 

Columbus, O., the Swigert & Clark Vineyard, Little Rock; G. B. apman 
& Co., Cleveland; Chase & Co., Pitts. 
burgh; C. E. Clinton, Omaha; R. § 


agency of Baltimore, the Lynch agency 

of Detroit, the Adams agency in Phila- 

delphia, the Camps agency in New York Edwards, Chicago; Richard T. Hughes 

City, the MacWhinney agency in New- Syracuse; . McMahon, Detroit: 
E. W. Nelson, Grand Rapids; Frank }. 
Plaisted, Portland, Ore., and W. J, 


ark, and American Factors, Ltd., of 
Schergens, Shreveport. 





Honolulu. 


Visual Aids Boost Sales 


E. D. Tripple, manager life, accident 
and group department of Rockwood Co., 
general agent for Travelers at Chicago, 
has reported a 34% increase in the agen- 
cy’s life insurance premium income and 
a 10% increase in accident for 1951. The 
production was boosted by _ special 
courses in visual sales training which 
Mr. Tripple has offered. 


Earl Schwemm Holds Lead 


Earl M. Schwemm’s Chicago agency, department. 
Great-West’s top 1951 branch, led the 
company with $1,595,336 of new business 
in January followed closely by Cali- 
fornia with $1,577,692. Winnipeg was 


the leading Canadian branch, with over 


$1 million of production. New business Ease War Risk Practices 
ag month totaled more than $25 Requirements for war risk riders and 

Donald Jolin, Calgary, and E. M. Mc- me ae at auscmenesres, io applcaas 
Kay, St. Louis, Mo,, tied for first place D@V¢ Deen modihed substantially by 
in jodividual production Savings Bank Life Insurance Council 

: of Massachusetts. 

For children under age 15, insurance 
in amounts up to $5,000 will be issued 
without questionnaire or rider. All 
policies issued to male anplicants be- 
tween 15 and 26, will contain a rider, 
Male applicants between 26 and 30 who 
are eligible for amounts up to $25,000 
will be required to fill out a question- 
naire and inclusion of a rider will de- 
pend on information given. 

For men over 30 and under 46, 
amounts up to $5,000 will be issued 
without a questionnaire or rider, ex- 
cept in special cases. Where more than 
$5,000 is applied for, a questionnaire 
will be required to determine whether 
or not a rider will be included. Neither 
will be required for male applicants 
over 45 or women applicants, except 
nurses, age 26 and over, except in special 
cases. Between 15 and 25, female appli- 
cants other than nurses may obtain 
$1,000 insurance without a rider. 


N. W. Mutual Ups Limits 


Northwestern Mutual has_ increased 
from $300,000 to $400,000 the limit of 
insurance it will write on an individual 
life at ages 25 to 50. Revised limits apply 
to both males and females. 

A study of the company’s experience 
under large risks shows that the mor- 
tality has not differed appreciably from 
the general experience on all risks, Elgin 
G. Fassel, actuary, states. It was also 
noted that its average new policy has 
been showing a gradual increase in 
amount for some time. 








Agency Honors Beck 


The Williams agency of Connecticut 
General Life at Hartford has named 
Lester F. Beck as its “man of the year.” 
Basis of the award is ability and desire 
to service clients well, and the self. 
organization and determination to carry 
such service to its proper conclusion, 
Mr. Beck was formerly in the fire and 
casualty business and during the war 
headed the navy’s contract insurance 

















Wisconsin National Leaders 


The Mason agency of Wisconsin Na- 
tional Life at Flint, Mich., led all com- 
pany agencies in life production for 
1951; the Schwalm agency at Galesburg, 
Ill., led in A. & H. production, and the 
Smith agency at Indianapolis led in 
combined life and A. & H. 


Slattery at Lovett Dinner 


Robert M. Lovett, recently appointed 
general agent in Oklahoma for Penn, 
Mutual Life, was guest of honor at a 
dinner at Oklahoma City with about 
100 insurance men, leading business men 
and other guests in attendance. D. Bobb 
Slattery, vice-president and superinten- 
dent of agencies, was present and spoke. 


Win Aetna Bulletin Awards 


The following Aetna Life general 
agencies have been awarded certificates 
for producing outstanding bulletins for 
1951: Rayford B.Hills, Dallas; Campbell 
& Vineyard, Little Rock, Ark. and 
James P. Graham, Jr., Baltimore. 


Fidelity Mutual Winners 


Fidelity Mutual Life presented its new 
agency building award for achievement 
in 1951 to the following agencies: 
Charles E. Butler, Chicago; J. T. Flana- 
gan, Jr., William G. Pierce, Philadel- 
phia; Harold A. Gordon, Cleveland; 
George A. Hatzes, Washington, D.C.; 
E. H. Meyers, Jr., Detroit, and B. Carl 
Wharton, Harrisburg, Pa. 


To Visit New S.F. Office 


E. C. Gill, president, and H. W. 
Gooch, vice-president and agency di- 
rector of Canada Life, will be in San 
Francisco March 5-6 to visit the com- 
pany’s new offices. Charles Browning 


was appointed manager there a few LOMA Proceedings Out 
months ago. NEW YORK—Printed proceedings 


Waggoner Leads Mutual Life 


The Waggoner agency for Mutual 
Life at Boston led all company agencies 











New Hancock Group Form 


John Hancock is now writing an im- 
mediate participation type of group an- 
nuity contract for larger concerns. This 
contract is called the pension adminis- 
tration plan. 











are bing distributed. The volume con- 
tains the talks and reports presented. 


of the 1951 spring and annual confer- 
ences of Life Office Management Assi. — 
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LIFE AGENCY CHANGES 





Lowenstein Agency Merges 
with Woods at St. Louis 


Ralph D. Lowenstein, veteran Massa- 
chusetts Mutual field man at St. Louis, 
has asked to be re- 
lieved of i 

ement o g 
ae of ill health. 
The agency which 
he now heads will 
be combined with 
the Leonard R. 
Woods agency. Mr. 

Lowenstein will 
continue with per- 
sonal activities as 
gssociate general 





agent. F 

Mr. Lowenstein 
joined the company 
in 1923 and was : 
appointed co-general agent at St. Louis 
in 1937 with the late Anthony E, Veith. 
He was made sole general agent in 1942. 
In 1949, the second company agency 
" in St. Louis was established under Mr. 
Woods. : Ba 
Educated at Missouri University, Mr. 
Lowenstein also completed an insurance 
course at the Carnegie Tech. He is a 
past president and director of the St. 
Louis Life Underwriters Assn., past 
member of the executive committee of 
Massachusetts Mutual General Agents 
Assn. and of the executive committee 
of General Agents & Managers Assn. 
of St. Louis, and has served as chair- 
man of the law and legislative committee 
of Missouri Life Underwriters Assn. 


R. D. Lowenstein 





Quarles with John Hancock 


Samuel P. Quarles, formerly for many 
years general agent of Provident Mu- 
tual at Kansas City, has joined the 
Harry H. Welsh, Jr., agency of John 
Hancock there as associate general 








Check these points — 


Centrally located just 45 minutes 
from the heart of Chicago in 
suburban Highland Park. 
Stately Georgian buildings sur- 
rounded by 21 beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, no 
city turmoil. Keep your men to- 
gether in a quiet “country home" 
work-inspiring atmosphere. 
Private beach and every recrea- 
tional facility on the grounds or 
close by. 
No extra charge for use of ball- 
¥ toom and conference rooms of 
varying sizes. 


Convention or sales groups given first prefer- 
(ace year ‘round. Write for full information. 
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agent. He will devote himself largely 
to programming family income, estate, 
tax and business cases. 

Mr. Quarles has been in life insurance 
work at Kansas City for more than 21 
years. He is a C.L.U., is president of 
Life Underwriters Assn. of Kansas City 
and past president of the general agents 
and managers there. 





Toppin Leaves Canada; 
Joins Columbian National 


Don Toppin, National Life of Canada 
manager at Toronto, has been appointed 
life manager for the Gallagher agency 
of Columbian National at Rockaway 
Park, He entered the business 
with Crown Life at Kingston, Ont., in 
1939. In 1942 he became Toronto man- 
ager for Prudential of England and 
while there his branch became the first 
of the company to sell $5 million in 
one year. 

Mr. Toppin joined National of Cana- 
da at Toronto in 1950 and in his first 
full year there, the branch moved up 
from 13th to top place in company 
standing. 

Well known in Canada as a writer 
and speaker, Mr. Toppin founded the 
young Canada radio hour, served as 
premier of the Ontario older boys par- 
liament and has recently been chairman 
of the course in salesmanship at the 
University of Toronto and moderator 
of the professional sales,clinic. He is a 
former editor of the Toronto Life Un- 
derwriter and author of the book “From 
Cradle to the Grave.” He is a past 
president of the Kingston Life Under- 
writers Assn. and a past secretary of 
the Kingston life managers. 





Appoint Evanston Manager 


Daniel W. Bonaguidi has been ap- 
pointed manager at Evanston, IIl., for 
Franklin Life. He has been with the 
company for more than five years, and 
during 1951 was second in volume pro- 
duction in the Chicago division. 


Appoint Guzzardi at Chicago 


C. Arthur Guzzardi, group claims and 
service representative for Massachusetts 
Mutual at Chicago, has been appointed 
a district group representative. He en- 
tered life insurance in 1947 and joined 
Massachusetts Mutual in 1950. Follow- 
ing a training course at the home office 
he became a group claims and service 
representative. He is an army veteran 
and a graduate of Hillyer College at 
Hartford. 


Ibarguen to Waterville Post 


Alfonso R. Ibarguen has been named 
district manager at Waterville, Me., by 
Union Mutual Life. He has been a 
salesman in the home office agency since 
1949. A native of Spain, he spent his 
early boyhood in Guatemala, coming to 
the United States at the age of 12. He 
is a graduate of Tufts College, where 
he majored in economics. 

He succeeds Theodore J. Richards, 
has become manager at Burlington, 

2 


Kimball to American Nail. 


David S. Kimball, San Antonio gen- 
eral agent for Life of Virginia, has re- 
signed to become district manager at 
San Antonio for American National. 


Windsor Trust Council Head 


The Milwaukee Life Insurance & 
Trust Council has elected Jack C. Wind- 
sor, manager for Connecticut General, 
president to succeed Russell Clark, Ma- 
rine National Exchange Bank. Frank C. 
Hughes, Mutual Benefit Life, is vice- 
president and Joseph C. Moser, Marshall 
& Isley Bank, secretary. Walter C. 
Mayer, Mutual Benefit Life, is a direc- 


tor. 
William F. Elliott, Chicago tax and 








estate attorney, discussed “Some As- 
pects of Estate Planning Under the New 
1951 Revenue Act.” 





Lincoln National Names 


Hallenberg, Jr.. Top Agent 


A. L. Hallenberg, Jr., son of D. W. 
Hallenberg, general agent for Lincoln 
National Life at Louisville, was named 
company agent of the year for 1951 at 


a testimonial dinner attended by Cecil 
F. Cross, vice-president and director of 
agencies, J. J. Klingenberger, assist- 
ant vice-president, and members of the 
Hallenberg agency. 

The award is based not only on total 
volume of personal business, but also 
on the agent’s general excellence and 
service to policyholders. 

Mr. Hallenberg has been with the 
company since 1946. He is a member 


of the Million Dollar Round Table. 









W. W. BASSETT 
Granite City, Illinois 


Over the past twelve years, Gen- 
eral Agent W. W. “Bill” Bassett 
of Granite City, Illinois has 
earned a high place in The 
Ohio National Leaders Club. 
He has made many new friends 
and clients with our Home Pro- 
tection Policy which fills a 
fundamental need of the aver- 
age home owner for life-long 
protection with additional cov- 
erage fitted to the amount and 
term of the mortgage. 


The 
OHIO NATIONAL . 


LIFE INSURANCE COMPANY 


Cincinnati, Ohio 





_ JEFFERSON NATIONAL 
\ wa 





Ae 
PROTECTION 


Agency Franchises Available 


——) 


/ 


Peal PURCEC (COYLE Y 


1 i Oe OF... Oe Om a) INDIANA 











18 


HteNATIONAL UNDERWRITER 


February 15, 19) 














COMPANIES 





Los Angeles Court Studies 
Pacific Mutualization Plan 


Litigation over the proposed mutuali- 
zation plan for Pacific Mutual Life was 
taken under submission in Los Angeles 
superior court recently. 

Company spokesman say the plan is 
opposed by a group of old company 
stockholders who seek a writ of mandate 
to compel Commissioner Maloney of 
California to set aside his approval of 
the plan, under which the policyholders 
would own the company and all out- 
standing shares of stock would be re- 
tired. The group opposing policyholder 
ownership contends that the price for 
retiring the stock is not high enough, 
according to company people, who say 
that briefs filed by counsel for the com- 
missioner’s office and policyholders dem- 
onstrate the equitableness of the price 
and plan. 


General American Buys Lot: 
To Improve Home Building 


General American Life has purchased 
an 80 by 155 foot parking lot a block 
east of its home office at St. Louis. In- 
dicated purchase price was $75,000 for 
the lot which will accommodate 60 cars. 
The lot will be used for employe park- 
ing. 

The company has also invited bids for 
alterations to the first six floors of its 
home office building. Improvements 
will include air conditioning, acoustical 
ceilings, floor coverings, lighting, new 
elevators and redecoration. 


Extra Colonial Dividend 


Colonial Life declared a regular divi- 
dend of $1 per share and an extra divi- 
dend of $1 per share on the capital stock 
payable March 10 to stockholders of 
record March. 3. 


Occidental, N. C. Ups Capital 


Directors of Occidental Life of North 
Carolina voted Feb. 7 to increase its 
capital from $530,000 to $1,060,000 and 
declared a cash dividend of 5 cents a 
share. 

















Great-West Actuary Speaks 
Before Chicago Supervisors 


Stefan Hansen, group department 
head of Great-West Life, will speak to 
the group supervisors of the Chicago 
Assn. of Life Underwriters on Feb. 25 
on “The Chosen Few.” 

Mr. Hansen was a speaker at the pen- 
sion conference held in Chicago two 
years ago. He was subsequently invited 
to duplicate his talk in Detroit, Cleve- 
land, Pittsburgh and other areas. He 
has appeared before the Million Dollar 
Round Table and delivered a paper on 
the funding of weliare plans before the 


International Society of Actuaries at 
The Hague, Netherlands. 

A record turn-out is expected for 
this meeting according to John A, 
Churchman, head of the Chicago group 
department of Great-West Life and 
group supervisors chairman. 


Ellsworth Named President 
by Commercial Travelers 


Commercial Travelers of Salt Lake 
City has elected Louis T. Ellsworth as 
president. He succeeds A. W. Conover, 
who died a few weeks ago. Mr. Ells- 
worth has been executive vice-president. 
Rulon S. Satterfield has been raised 
from secretary to vice-president. Gor- 
don A. Moyes has been elected secre- 
tary-treasurer. F. Henri Henriod has 
been named a director. 

The company is holding its annual 
agency convention March 24-28 at the 
Del Coronado hotel. Frank W. Bland, 
Pacific Coast manager of The National 
Underwriter Co., will be on the program. 


Aetna Club Names Officers 
at Two-Day Company Meet 


The following were elected officers of 
the Leaders Club of Aetna Life at a 
two-day seminar at the home office: 
Tom E. Connolly, Jr., Stockton, Cal., 
president; Arthur R. Krueger, Minne- 
apolis, vice-president; Joe S. Maryman, 
Little Rock, Ark., secretary, and Ber- 
nard Feinberg, Elizabeth, N. J., treas- 
urer. 

Robert B. Coolidge, vice-president, 
was featured speaker. Other speakers 
included George Katz, company attor- 
ney, and William C. Fenniman. vice- 
president of the Phoenix State Bank & 
Trust Co., Hartford. 

D. P. Cavanaugh, associate counsel, 
was chairman of a panel on tax de- 
velopments, and William H. Holmes, 
agency assistant, and Raymond K. 
Adams, company attorney, led a panel 
on pension trust programs. 











Zeigen Speaks at Memphis 


Samuel L. Zeigen, Provident Mutual 
Life, New York, a member of the New 
York bar, addressed a joint meeting of 
Memphis Life Insurance Leaders Club, 
Memphis C.L.U. chapter, and Memphis 
Life Managers Club on “Hidden Treas- 
ures of Business Insurance.” 


New Holdings Reported 


Century Shares Trust, the mutual in- 
vestment company of Boston that 
specializes in insurance and ‘bank shares, 
in its new statement reports holding 
5,000 shares of Jefferson Standard Life. 
This is an entirely new acquisition. THE 
NATIONAL UNDERWRITER reported last 
week that the Eaton & Howard Stock 
Fund now has 3,000 shares of Jefferson 
Standard in its portfolio. These shares 
no doubt are part of the holdings of 
Ralph Price, the former president of 
Jefferson Standard. 

Another newcomer in the Century 








Every Woodman’s Son a Woodman 








“plus” benefits. 


officers, members and field 


Sportsmen’s clubs. 





Many fathers and sons enjoy Woodcraft’s protection and 


To make “every Woodman’s son a Woodman”, camp 


membership applications of many more such boys. They 
will enjoy Boys of Woodcraft drills and ritualism and 
the recreational and sportsmanship activities of B.O.W. 


WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 


Omaha, Nebraska 


men are unitedly seeking 








Shares Trust portfolio is Continental 
Assurance. There are 1,550 shares. The 
other life insurance company .holdings 
are Aetna Life, 28,500 shares as com- 
pared with 29,059 the previous year and 
Travelers ‘26,010 as against 26,095 the 
previous year. 


Berkshire Advances 
Hart, Newton, 
Congdon, Sheperd 


Berkshire Life has advanced Hiram 
S. Hart, superintendent of agencies, to 
agency vice-presi- i 
dent; . Stanley C. 
Newton, assistant 
superintendent of 
agencies, to super- 
intendent of agen- 
cies; Dr. Frederick 
R. Congdon, assist- 
ant medical direc- 
tor, to associate 
medical direc- 
tor, and Bruce D. 
Sheperd, underwrit- 
ing assistant, to 
assistant secretary. 





>. . 


Mr. Hart suc- H. S. Hart 
ceeds to the post 
formerly held ‘by Vice-president W. 


Rankin Furey, who will now devote 
most of his time to company adminis- 
tration. Mr. Hart joined Berkshire in 
1945 as assistant director of agencies 





S. C. Newton Dr. F. R. Congdon 


and was appointed superintendent later 
that year. He entered the business in 
1930 with Travelers at Bridgeport, 
Conn., and was manager at Washington, 
D. C., for that company when he left 
to join Berkshire. 

Mr. Newton started with the company 
in 1942 as an agent at Brattleboro, Vt. 
In 1948 he became a general agent at 
Worcester, Mass., and in 1950 was 
named assistant superintendent of agen- 
cies. 

Dr. Congdon left private practice in 
1945 to join the company. He is a grad- 
uate of Massachusetts State and Tufts 
College medical school. 

Mr. Sheperd joined the company last 
fall after serving with Connecticut Gen- 
eral since 1935 in the actuarial, under- 
writing and reinsurance departments. 
He is a marine veteran of the last war, 
a graduate of University of Connecticut 
school of law and is a member of the 
Connecticut bar. 

Newly elected to the board is Charles 
A. Foehl, Jr., treasurer of Williams 
College. He has been a partner in the 
Newark law firm of Young, Shanley, 
Foehl & Fisher. 


Hartford C.L.U. Chairmen 


Joseph T. McCance, general agent 
for Aetna Life, has been named chair- 
man of the institutional relations com- 
mittee of the Hartford C.L.U. 

Manuel Glass of United L. & A,, 
vice-president of the Hartford chapter, 
has been named chairman of the can- 
didate committee. 


Deny Aid to Pru Strikers 


MANCHESTER, N. H.—Striking 
Prudential agents have been denied un- 
employment compensation by a ruling 
of the appeal tribunal of the state de- 
partment of labor. The decision sup- 
ported a previous decision, denying 
benefits to the strikers. 
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N.A.L.U. Counsel t 
Defines Status of ~ 
Fraternal Agents 


An opinion by Carlyle M. Duna 
general counsel for National Assn, g 
Life Underwriters, is directed to 
eligibility of fraternal agents for NA. 
L.U. Membership in the National asg. 
ciation is open only to local associations 
and not to individual agents, and, ». 
cording to N.A.L.U. by-laws, local a. 
sociation membership is limited to thog 
engaged in the sale of “legal resery 
life insurance,” Mr. Dunaway says, 

The trustees have decreed further 
that an agent must be (1) licensed as, 
life agent by the state, (2) that all cop. 
tracts he offers and sells must be nop. 
assessable, (3) and that the terms 
the contract he sells may not be arhj. 
trarily changed after issue by amend. 
ment of the by-laws of the issuing com. 
pany. 

The opinion was given in a letter tp 
Ray T. Wright, Provident Mutual, Kap. 
sas City, after Mr. Wright had requested 
an eligibility ruling. 





Chicago Fraternalists Elect 
Purdue Clinic Announced 


Fraternal Underwriters Assn. of Chi- 
cago at its annual meeting elected these 
officers for the coming year: President, 
John F. Gierke, general agent, Aid Asso- 
ciation for Lutherans (relected); vice. 
president, William M. Olsen, state man- 
ager Equitable Reserve, Joliet; secre. 
tary-treasurer, Fred <A. Johnson, su- 
preme archon Royal League. The off- 
cers were installed by Mrs. Huldah 
Donohoe, Woodmen Circle, Springfield, 
a past president. 

Hal Nutt, director of the Purdue 
University life insurance course, was the 
speaker. He announced that Purdue will 
conduct a special one-week sales clinic 
for fraternal field workers in May. En- 
rollment will be limited to 65. J. Allen 
Porterfield. Equitable Reserve, presi- 
dent Fraternal Field Managers Assn., is 
in charge of arrangements. 

Special guests included John P. Stock, 
Maccabees, past president of National 
Fraternal Congress; Miss Mary McCul- 
lough, Women’s Catholic Order of For- 
esters, member of N.F.C. executive com- 
mittee; Miss Josephine Weigl, high sec- 
retary, and Mrs. Mabelle Lindenmeyer, 
high treasurer of W.C.O.F. 








List Heaviest Advertisers 


“Printer’s Ink” magazine lists among 
222 advertisers spending $1 million or 
more a year in advertising the Insti- 
tute of Life Insurance, Prudential, 
Metropolitan and Equitable Society. 





LIFE INSURANCE FOR 
MEN-WOMEN-CHILDREN 


Rates and reserves on the 
C.S.O. Mortality Table and 
214% interest assumption. 
Good territory open in Illinois, 
Michigan, Minnesota and Wis- 
consin. Write to J. A. Porter- 
field, Field Manager. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Agnes E. Koob 
Gupreme President 
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Sales Ideas and Suggestions 





Duna 
Asst 
onal oa f life insuran under 
ams for ie 1 ce, i 

seul saenge selling plan, should be flexible 
’ and and their preparation should be guided 
local a by “safety gauges,” John L. Santon, 
d to thoy f manager of the home office agency © 
al reser, — West Coast Life, said in his talk at the 
Says, ' northern California sales congress at 
d further San Francisco. These gauges, Mr. 
nsed as, Sexton said, are primarily: | 

it all con 1. Don’t give too much service, or too 
t be nop. @ little. Veteran programmers agree it is 
terms oj § seldom wise to draw up complete plans 
- be arb, & and graphs before the prospect has com- 
y amend. mitted himself to purchase some insur- 
eo F ice't be a policy collector. Dis- 
letter tp | tinguish between programming and au- 
ual, Kan. § diting. The confines of programming 
requested are: Secure facts, obtain commitment, 


present solution. Auditing involves a 
detailed description of each policy. 
Auditing, for most agents, should be 
strictly a post-sales service in large 


sales. 


Elect 


iced 3 Don’t use all your professional 
knowledge on every prospect. Tf the 
Of Chi F prospect is allowed to set objectives far 
ed these beyond his means of accomplishment, 
resident, § discouragement is the usual result. 
id Asso- 4. Don’t try to make inadequate 
); vice amounts of insurance extend over too 
ite man- f) long a period of time. It is often better 
; secre: to allow the beneficiary the right of 
“a su- > withdrawal. 
Brae Don't Use Negative Approach 
ingfield, 5. Don’t tell the prospect that a pro- 
gram is needed because his wife has no 
Purdue # financial judgment. This is a negative 
was the — approach. ; 
lue will 6. Don’t make your programs too 1n- 
s clinic | flexible. The agent or insured can’t antic- 
y. En- |) ipate every contingency. Many of the fu- 
. Allen § ture requirements anticipated at the 
presi: — time the program is prepared may not 
ssn., is} be in existence at the time it is effec- 
tive. ; 
Stock, 7. Don’t try to be a master-mind. 
ational | You may impress the prospect with your 
{cCul- | knowledge, but in doing so, introduce 
f For. | complications into his program which 
com. | may impair its ultimate effectiveness. 
h sec: “There are only two fundamental con- 
neyer, f siderations in programming. One is be- 
ing sure that the insured and his de- 
pendents will have enough money to 
—= f care for their future needs and the other 
; is keeping his insurance proceeds earn- 
ing interest at the best possible rate 
mong — allowed by the insurance company. 
yn of — When these two come into conflict, as 
Insti [| occasionally happens, it is usually wise 
ntial, § to sacrifice some interest in favor of be- 
ty. ing sure that sufficient funds will be 
_ | available.” 


8. Don’t try to make settlement op- 
' tions do the work of a trust fund. Where 
greater flexibility than can be accom- 
plished under the options is required, 
investigate the possibilities of the trust 
device. Settlement options were never 
intended as a perpetual trust service. 


Keep Requests Simple 


9. Don’t try to get your company or 
others to write unnecessarily compli- 
cated settlement agreements. If your 
Tequests are kept simple and clear you 
— save your time and that of the home 








IN Office. 
10. Don’t forget that both fixed period 
and fixed amount options get out of 
_ | ‘ate. The deposit option with the right 
to the beneficiary to select a further 
N mode of settlement often does the trick. 
11. Don’t make a lot of promises and 
ty then fail to follow through. There is an 
Be all too frequent tendency to sell the 
ny _— and neglect the post-sale serv- 
ce, 
vee 12. Don’t put the cart before the 





horse. While you must be guided by the 





Sexton Lists Safety Gauges 
in Selling Package Plans 





wishes of the prospect, there is danger 
in arranging an educational fund before 
the insured has adequate income to the 
wife until the children are grown. In- 
adequate clean-up or executor’s funds 
have knocked the pins out from under 
more than one insurance program. 


Package Plan Outlined 


Mr. Sexton said his agency has a 
package plan which relieves others of 
burdensome decisions. 

“If the prospect is under age 35, our 
package is 30-pay life. If over 35, our 
package is 20-pay life.” 

But, Mr. Sexton said, his agency does 
not sell family income mortgage insur- 
ance retirement, but the entire portfolio, 
and where the factor adds up to perma- 
nent low cost coverage the “rule of 
thumb is 30-pay to 35, and 20-pay after.” 
Some of the factors to be considered are: 
Do these pay-lifes have insuring clauses? 
Table of non-forfeiture? Settlement 
options? Can a favorable tax position 
be arrived at without establishment of 
a settlement option by the insured? 
Can the beneficiary elect one or more 
settlement options when the policy be- 
comes a claim? Is your company’s ben- 
eficiary or legal department conscien- 
tious enough to advise or recommend 
the correct option or options when they 
are called upon? 

“Certainly,” said Mr. Sexton. “So we 
find that every 30-pay or 20-pay pack- 
age we write can, if desired, become a 
program itself or a part of a program. 
But in the majority of cases let the 
establishment of settlement options be 
forestalled until the very event, death— 
that creates the need, income—supplies 
the solution, timely settlement options.” 


Most of Package Intangibles 


He said most of the package is rep- 
resented by intangibles and the policy is 
only the natural result of the correct 
usage of these intangibles. 

“Objectively,” Mr. Sexton asked, “can 
we honestly say that we have pro- 
grammed a man’s holdings when we 
have merely calculated and projected 
without specifically establishing in con- 
tract those calculations and projections? 
Or further, can we say that every policy 
we write is worthy of programming? 

“Let’s not embrace the theory that to 
do a professional job, we must place that 
$5,000 ordinary life policy under an ir- 
revocable program. The exact opposite 
in many cases is the result. You have 
presumed on the insured. Though sin- 
cere objectives motivated your actions, 
death can immeasurably reduce the ef- 
fectiveness of the policy. 

“The part played by settlement op- 
tions in the administration of planned 
estates cannot be duplicated by any 
other method. The conservation of mil- 
lions of life insurance dollars as well as 
social security dollars can be directly 
attributed to the astute use of income 
settlement options.” 





Puts Company Name First 


“This is the Ajax Life Insurance Co., 
Joe Doaks calling.” 

This system of the agent’s putting his 
company’s name first and then his own 
works better than the other way around, 
according to an article by Irene Mor- 
gan, assistant to the director of agents 
training of National Life of Vermont, 
writing in the company’s Messenger. 
The psychological reason for the agent 
giving his name after the company 


name is that it makes it more likely 
that the prospect will remember the 
agent’s name while he is giving his 
reason for calling. 


Soft Drink Man 
Dispenses Sparkling 
Sales Ingredients 


A sparkling sales talk by a success- 
ful soft drink marketer showed mem- 
bers of the Quincy (Ill.) Assn. of Life 
Underwriters that there are certain 
universals in selling. The speaker was 
Thomas J. McNeil, owner of the Seven- 
up Bottling Co. of Quincy. Mr. Mc- 
Neil listed for his audience seven 
ingredients for successful selling which 
were printed on display cards and on 
which he commented as follows: 

Get out of the fog. “Business success 
is finding out what people like and do- 
ing more of it, and finding out what 
they don’t like and doing less of it.” 

Don’t be a store lawyer. Mr. McNeil 
advised. “You cannot antagonize and 
sell at the same time, so don’t argue.” 

I’m no angel. It was emphasized that 
a man makes friends, and is better able 
to influence people, if he is big enough 
to admit mistakes. 

Get off the soap box. Salesmen were 
urged to make their presentation a con- 
versation, not a monologue. 

Pin a rose on him. “The strongest 
urge in the human mind,” Mr. McNeil 





said, “is the urge to be important. Let 
xeut customer be Christopher Colum- 
us. 

Shoot for an “oscar.” When an idea is 
being considered, the salesman was told 
to make the idea live in his actions 
by being dramatic. 

ake a Yankee out of him. The New 
York Yankees were referred to as hav- 
ing the greatest competitive spirit in 
America. Mr. McNeil pointed out that 
the willingness to accept a dare is in the 
mind of every man, and he urged sales- 
men to arouse their prospect’s com- 
petitive spirit. 








United, Chicago, Managers 
Celebrate Debit Increase 


United of Chicago has completed a 
five-day district managers’ conference in 
Chicago to celebrate the record year. 
There were 150 managers in attendance. 
The record in the industrial depart- 
ment showed an increased debit of 
$108,986, of which $52,000, or $1,000 of 
increase a week was made by the 
agency force and the balance of $56,986 
was acquired through the consolidation 
of two companies purchased by United. 

United also had its best year in the 
commercial department, as well as in 
the ordinary department, increasing life 
insurance in force to $260 million. 
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UNUSUAL MANAGERIAL 

OPPORTUNITIES WITH A 

LARGE DETROIT GENERAL 
AGENCY 


If you are a successful life underwriter 
under age 35 and can show some experi- 
ence in recruiting and training, this can 
be an unusual opportunity for you. An at- 
tractive salary plus additional remunera- 
tion, for the man who qualifies, makes this 
an outstanding position with a leading 
agency of one of the largest life insurance 
companies. For full details, Address J-86, 
The National Underwriter, 175 West Jack- 
son Boulevard, Chicago 4, Illinois. 








ASSOCIATE MEDICAL 
DIRECTOR 


HALF BILLION MIDWEST LIFE INSUR- 
ANCE COMPANY IS LOOKING FOR A 
FULL-TIME ASSOCIATE MEDICAL DIREC- 
TOR. Position will be well compensated, 
with assurance of senior-officer status. 
Give complete information of your quali- 
fications. Replies will be held in absolute 
confidence. 
Address K-14 
The National Underwriter 

175 W. Jackson Blvd., Chicago 4, Illinois 








I. B. M. SUPERVISOR 
Live in Enjoyable Climate 


Wanted for Company establishing Interna- 
tional Business Machines Department, man with 
. B. M. operating and supervisory experience. 
Knowledge of premium and commission ac- 
counting system. Experienced in planning and 
procedures. 


Strong, established, growing West Coast 
company, $1,000,000.00 annual premium income, 
Life and A & H. Attractive opportunity, assured 
future for right man. Situated in one of smaller 
cities adjacent to metropolitan area. Enjoyable 
climate. All inquiries strictly confidential. Reply 
Box K-22, The National Underwriter, 175 West 
Jackson Boulevard, Chicago 4, Illinois. 











ACTUARY 


Medium size southern company has 
opening for Associate Actuary, ex- 
cellent beginning salary, opportunity 
rapid near future promotion. Con- 
sider only FSA middle thirties with 
broad experience and potential ex- 
ecutive talent. In writing give full 
strictly confidential. Personal inter- 
information. All inquiries held 
view in Company's Home Office at 
Company's expense for candidates 
appearing to meet qualifications. 
Address K-2, The National Under- 
writer, 175 W. Jackson Blvd., 
Chicago 4, Ill. 




















NEW FLORIDA LIFE COMPANY SEEKS MAN- 
AGING EXECUTIVE who hes thorough 
knowledge of home office operations, and 
can coordinate all departments of a life 
company. Company will start with $500,000 
paid in, and unlimited additional capital 
fund available. Has outstanding board of 
directors of national prominence as com- 
pany will operate nationally. Will write 
ordinary and group, no industrial. Oppor- 
tunity for present junior life company execu- 
tive, or senior executive considering semi- 
retirement in delightful Miami. Full informa- 
tion will be exchanged in strict confidence. 


AMERICAN BANKERS LIFE ASSURANCE 
COMPANY OF FLORIDA 
343 N. E. Second Avenue 
Miami, Florida 
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Hemry Gets Bar Appointment 
Leslie P. Hemry, vice-president and 
general counsel of American Mutual 
Liability, has been named chairman of 
the committee on compulsory non-occu- 
pational disability benefits of the insur- 
ance section of American Bar Assn. 


| ACTUARIES 




















CALIFORNIA A 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 

















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 

10 S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
arry 8. Tressel, M.A.1.A. 

Wolfman, F.S.A. Wm. H. Gillette, C.P.A. 
A. Moscovitch, A.S.A. WwW. P. Kelly 
M. Barkhuff, C.P.A. Robert Murray 


£28 




















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 























NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
11@ John Street, New York, N. Y. 


























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 























VIRGINIA & GEORGIA 
BOWLES, ANDREWS & 
TOWNE 











Consulting Actuaries 
Employee Benefit Plans 
| RICHMOND e ATLANTA | 














Explores Hospitalization Plans 


(CONTINUED FROM PAGE 4) 





changes on costs of hospitalization. 

These and other problems are being 
considered in a broad study by the com- 
mission on financing of hospital care, 
he said. 

Mr. Green said that some understand- 
ing with the hospitals involved is essen- 
tial if the insurer is to secure a sufficient 
degree of stability in the cost factor to 
make the risks measurable in dollars. 
The understanding and cooperation of 
the doctors are needed since they are 
the ones who largely decide hospital 
admissions and discharges and order 
miscellaneous services such as x-rays, 
laboratory tests, and drugs. 


Factors in Rates 


He said that the rate basis perhaps 
should have, in addition to the usual 
rate factors, one allowing for greater 
utilization of facilities and one allowing 
temporarily for increase in cost until 
the rate under the policy can be changed. 
One means of keeping this latter factor 
as low as possible would be ‘to shorten 
substantially the usual one year rate 
guarantee to permit rates to follow 
more closely the current cost level. 

Mr. Green suggested also that the 
terms “semi-private” or “ward” be more 
closely defined as well as the ancillary 
services, some of which may be pure 
luxuries. 

He expressed the belief that true 
competition on an equal basis is the 
fundamental of the private enterprise 
approach to insuring hospitalization 
costs. There is a greater deep seated 
feeling in some hospital circles, he ob- 
served, against doing anything which 
will “harm Blue Cross.” He said that 
as Blue Cross has developed, it is cover- 
ing many of the same general classes 
of risks as the commercial insurers and 
“it would not seem to warrant nor need 
subsidies from the hospitals or others 
any more than would the insurance 
companies. I believe that if we can keep 
emotionalism and the heat of competi- 
tion on individual cases out of the dis- 
cussions that substantial strides can be 
made by the hospitals, Blue Cross organ- 
ization and the insurance companies, 
working jointly in developing and offer- 
ing coverage, full payment and other- 
wise, which will meet the demands of 
the insuring public at reasonable costs 
on a mutually competitive basis.” 


BLANKET COVERS 








An interesting discussion of blanket 
insurance was presented by A. B. Hvale, 
chief actuary and assistant secretary of 
Continental Casualty. He confined his 
remarks to A. & H. policies which 
insure a group of persons whose status 
does not make it practicable to identify 
them by name, but who are covered as 
a group, changes in personnel within 
the group being automatically taken care 
of. One of the first was volunteer fire 
departments. The policy is acceptable 
to all states, though Iowa requires cer- 
tificates to be furnished members. In- 
diana recently passed a special law 
requiring certain coverages in excess of 
the customary and most companies have 
discontinued writing this in Indiana be- 
cause of compulsory indemnities which 
include a large sum for total and per- 
manent disability. 

Among the groups for which the cover 
is written are Boy and Girl Scout Troops 
year around or special encampments, 
amateur and semi-pro sports teams, sum- 
mer camps, i 
reimbursement for school and college 
students, high school athletic coverage. 
He also noted that in aviation acci- 
dental death and medical expense re- 
imbursement coverage is written for 
groups of executives or employes for 
aviation or general travel accidents. 

When Continental Casualty began 
writing sports teams it believed it nec- 
essary to have the application accom- 
panied by a list of the names of members 


tuition loss and medical 


of the team and to require that any 
changes in personnel! be reported 
promptly. As it is now getting base- 
ball and softball teams in season at an 
average of 200 a day, this became im- 
practical. 

The practice of insurance departments 
in handling blanket A. & H. is reason- 
ably similar in spite of the considerable 
variance in statutes of the different 
states, he said. Departments in some 
instances have gone out of their way 
to fit in some needful and proper cover- 


ages. 
E. B. Whittaker, vice-president of 
Prudential, spoke on group disaster 
medical expense policies in a talk which 
embodied points already reported in his 
addresses before other organizations. 


Find 1951 Good 
Selling Year 


(CONTINUED FROM PAGE 1) 
1951. Income for the year amounted 
to $383,491,714, while disbursements 
totaled $372,939,438. There was $10,- 
552,277 added to contingency reserves, 
which amounted to $178,004,704 at the 
end of the year. 


STATE CAPITAL, N. C. 

State Capital Life of North Carolina 
reported a 23% gain in business during 
1951 with sales amounting to $24,665,- 
558. Insurance in force rose to $132,- 
054,614. Assets were $7,910,977. 


STANDARD, OREGON 

Standard of Oregon new _ business 
during 1951 totaled $23,228,170, exceed- 
ing 1950 by 21% and the previous high 
in 1946 by 20%. Insurance in force 
increased $14,839,559 to total $162,165,- 
117. The average amount of insurance 
was $3,196 on 47,000 policyholders. Pay- 
ments to policyholders and beneficiaries 
were $2,528,370. Net interest earned in 
1951 was 3.36% compared with 3.28% 
in 1950. Assets increased $3,177,764 to 
$46,581,436. After strengthening the life 
income benefit reserves by $150,000 out 
of current earnings, providing for con- 
tingencies and setting aside an amount 
for dividends, there remained $228,398 
for increasing the unallocated surplus to 
$3,012,654. 


UNION MUTUAL 


New business for Union Mutual Life 
in 1951 increased 11.7% over the previous 
year bringing insurance in force to 
$280,685,035, an increase of $31,258,423 
over 1950. Assets stood at $61,355,437, 
an increase of $4,200,000 over the 1950 
total. Income for the year amounted 
to $16,049,290, a rise of more than $1 
million. Dividend payments totaled $786,- 
124, an increase of $100,000. Total pay- 
ments to policyholders and beneficiaries 
amounted to $5,688,464. The average 
size policy increased 4% during the year. 





The A. & H. department reported 
an increase in premium income of 
39.8%. There were more than 12,250 


A. & H. claims paid during the year for 
a total‘of $1,600,000. The premium gain 
in the group department was 35%. 


WASHINGTON NATIONAL 

Total premium income of Washington 
National during 1951 was $45,659,125, 
an increase of almost 10%. Company 
assets rose 9% to $146,459,109. Life 
insurance in force amounted to $717- 
348,967, an increase of nearly 9%. Sur- 
plus to policyholders increased to $31,- 
063,429. Benefits to policyholders were 
$19,816,073, an increase of 12.5%. 


Three Speak at Seattle 


The advantages of being either a gen- 
eral agent or manager and cost of agen- 
cy operation were discussed at a meet- 
ing of Seattle Life Managers Assn. 


Speakers were William Peterson, 
Provident Mutual; Arthur Challis, Mas- 
sachusetts Mutual, and Paul Green, 


Policyholders Potential Sea 
as Regulatory Possibility 


(CONTINUED FROM PAGE 3) 
pany executives to give occasion 
all-out effort toward protection,” 

The Metropolitan chairman gta, 
that a business of the magnitude oj ii 
insurance requires regulation by ie 
and supervision by constituted author. 
ity. These are welcomed by the life 4 
surance business, but they do not a 
port government ownership or govern. 
ment operation, federal or state. He t. 
ported occasional gestures in this @ 
rection in Congress and the state legis. 
latures, and in the press, but the agi 
tation has attracted little public Sup. 
port. 

_He recited how efforts toward , 
tionalization have woefully failed js 
other countries. In Canada, the (cy 
party had a very definite program {q 
nationalization of life insurance, py 
proved unable to arouse any interes 
on the part of the public in such ef. 
forts. In England the Labor party jp. 
cluded in its platform a definite pro 
posal for nationalization of industri 
life insurance. There, too, even befon 
the recent election changes, the moy. 
ment for nationalization of life insurance 
had pretty welk) evaporated, he d& 
clared. 


to a 





Honor Craig II in First Yeq 


_C. A. Craig, III, grandson of tk 
founder of National L. & A. and son ¢ 
President E. W. Craig, on an industrig 
debit in San Antonio had a year-enj 
record sufficiently good for membership 
in the Century Club and high rank o 
National Life’s honor roll. 





Lewis Tops Prudential 


Bernard C. Lewis of the Campbel 
agency of Prudential at Newark ha 
been named the company’s outstanding 
agent for 1951. Only in his first calen- 
dar year in the business, Mr. Lewis hai 
paid for production of $1,200,000. Be. 
fore joining the agency a year anda 
half ago he was in the grocery business 
for 18 years. 

Insurance Commissioner Maloney has 
granted a certificate of authority to 
United States Life to transact busines 
in California. 


RECORDS 


_Sales of new ordinary by Northwesten 
National totaled nearly $6,400,000 in Jan- 
uary, the best January for the company 
in 16 years. An especial record wa’ 
set by the Preston agency at. Great 
Falls, Mont., which was second only to 
the company’s home-state agency. 
Reliance Life agents started 1952 with 
a record of new January business. The 
total was $1'2,814,000. More than $100,000 
was submitted by 16 field men and 2] 











submitted more than $500,000 each 
Pittsburgh led the agencies with a 
commuted volume of $2,566,029 and 
Gregg Mockenhaupt led in _ submitted 
volume with $335,000. 

American National representatives 


wrote a total of $75,625,093 of new or- 
dinary in January. The total was $2 
million greater than the _ previous 
monthly record set in October, 1951. 
The new record is also $31 million 
greater than that written in January 4 
year ago. Total insurance in force is 
now almost $2,500,000,000. 


DEATHS 


DR. IRA E. HOFFMAN, retired 
medical director of Washington 4 
tional, died at North Hollywood, Cal 
He had been with Washington Ne 











tional from 1942 until 18 months ag? 


when he left for the West Coast. 


RAYMOND M. BATTERSBY, 5, 


Conn., 
died at Ft 


retired manager at Torrington, 
for Metropolitan Life, 
Lauderdale, Fla. 


NAPOLEON MEYERS, 8%, seme 
Buffalo agent for New York Life, die 
at his home in Buffalo after an illness 


of three months. 
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$10.00 PER MONTH 3 NON-CONTRIBUTORY fe 
DISABILITY © PENSION PLAN : 


ON ALL POLICIES. Up to $400 per month 
What everyone wants! Life-time Guarantee of Bee 
Gives you an immediate Renewal Income. Plus — “3M 
edge on competition. Commissions and Bonus i 

on any insurance you 
write. 
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y | GOLDEN 
@ DIRECT MAIL 4 ACCUMULATOR— 
_ —Solves your prospect- @ INDEPENDENCE GUARANTOR 
ing poohinn! Loads dove GUARANTEED MONEY PLAN 


oped and pre-conditioned 
... ready for easy sales- New! Most talked- 
closing interviews. about plans in America! 
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Write For Details of The Agency Plan — Inquiries Held Confidential 


The COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 





Columbus 16. Ohio 


d, Cal. ‘ 
ARL MITCHEI TREE. Pres. BEN F. HADLEY. Vice Pres. 
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THE LINCOLN NATIONAL | 
LIFE INSURANCE COMPANY 


Now Extends Its Service To Include 
Noncancellable, Guaranteed Renewable 


DISABILITY INSURANCE 








jy New LNL policy replaces income lost through prolonged 
disability from accident or sickness! 






y@ Company cannot cancel it; cannot reduce its benefits; will 
renew it up to age 65! 






py Has many of the permanent features of life insurance! 






ys Premium remains the same throughout life of policy! 






y@ Policy has incontestable and premium waiver provisions! 






ye Change of occupation cannot reduce your benefits! 






vy You do not have to be confined to your home to receive total 
disability income! 






OW FOR THE FIRST TIME, The Lincoln National, one of America’s 
largest life insurance companies, extends its service into the 
field of accident and sickness insurance. It provides sound, guaranteed 
protection to age 65 through noncancellable, guaranteed renewable 
disability insurance. Policies cover disability from accident and sick- 
ness or from.accident only, as you prefer. Also, a hospital benefit may 
be included to produce additional income while hospitalized. 












@ This long-term disability protection is designed especially for 
professional men, business men, and others in preferred occupations. 
Consult your Lincoln National representative—or send the coupon 
for full information. 







Its Name Indicates Its Character 


THE LINCOLN Fort Wayne 1, Indiana 


MORE THAN FOUR BILLION DOLLARS OF INSURANCE IN FORCE The Lincoin National Life I Company 
Dept. S-22, Fort Wayne 1, Indiana $100 $200 $200 


Please send me full information on noncancellable, guar- [] ] C] 
C H E C K Y O U R N E E D S anteed renewable disability insurance that will pay me ai 


NAME AGE 


AND MAIL COUPON! OCCUPATION 


ADDRESS 































This full-page advertisement is reproduced from the February 9 SATURDAY EVENING POST. Similar ads appear in the February 11 issue f 
LIFE and in BETTER HOMES & GARDENS for March. } 





